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LIFE INSURAIN 


- FRIDAY, DECEMBER 2, 1932 


CELEBRATES ITS 
EIGHTY-SECOND 
ANNIVERSARY 


/ETNA LIFE INSURANCE COMPANY 
HARTFORD CONNECTICUT 














Recocnimion of the vast benefits of Life insurance 


has been conclusively demonstrated during the last few years. 
Little did many people think or know how, in reality, Life 
insurance would prove a tremendous shock absorber in 
abnormal times. Life insurance has proven its case. 

The possession of adequate Life insurance has solved 
many kinds of problems for men, for families and for 


business houses. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD CONNECTICUT 





The agent who represents The The wide scope of Travelers contracts 


Travelers possesses the advantage of include Single and Annual Premium 





an extensive variety of Life insurance Annuities and Retirement Income forms 
contracts to fit every business, family with investment features. A\ll contracts 





and personal need. are issued on a guaranteed-cost plan. 
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Whatley to Aetna 
Life Home Office 


Chicago General Agent Named 
Vice President and Agency 
Director 


SUCCEEDS K. A. LUTHER 


Luther to Become Partner in R. H. 
Keffer Office of Aetna Life in 
New York 


HARTFORD, Dec. 1.—The resigna- 
tion of K. A. Luther, vice president in 
charge of agencies of the Aetna Life, is 
announced today by M. B. Brainard, 
president. His successor is S. T. What- 
ley, general agent at Chicago for the 
Aetna Life. 

In making this announcement Mr. 
Brainard said, “Mr. Luther has resigyed 
as vice-president. The board of directors 
has accepted his resignation reluctantly 
effective Feb. 28, only because it is 
Mr. Luther’s personal desire to return 
to the field where he will be associated 
with R. H. Keffer as general agent at 


our 100 William street agency, New 
York City. 
“We look upon his successor, Mr. 


Whatley, as the man best able to con- 
tinue agency policies and progress for 
the Aetna Life upon the foundations 
which have been Mr. Luther’s contribu- 
tion to our company during his most 
successful administration of the past ten 
years.” 
Luther’s Leadership 


“Our present field organization is a 
tribute to Mr. Luther’s leadership in in- 
surance sales management. He brought 
to the company from his successful gen- 
eral agencies at Syracuse, N. Y., and 
later at Boston, the importance of build- 
ing production through full-time organi- 
zation upon definite plans for recruiting 
and training the individual salesman. 

“Likewise, his administration has been 
marked by an economy in management 
as represented by our low field costs.” 

Mr. Luther’s association with the 
Aetna Life embraces a long period— 
almost 35 years of continuous and ac- 
tive service. His career is marked by a 
series of steady advances, beginning with 
his early years as an agent, then as a 
district manager, as general agent at 
Syracuse and later at Boston, then to 
the home office as agency secretary and 
subsequently to the office of vice presi- 
dent. 

Started in Warsaw, N. Y. 


Mr. Luther started as a_ soliciting 
agent for the Aetna Life in May, 1898, 
his territory being in and around War- 
saw, N. Y., his birthplace. His record 
as an agent and as a district manager led 
to his appointment, in 1919, as general 
agent at Syracuse. After ten years of 


building his organization and produc- 
(CONTINUED ON PAGE 21) 





Abel Davis Is Permanent 
Receiver of Illinois Life 





FINAL ORDER NOW ENTERED 





Fackler & Breiby Report Shows Re- 
serves Impaired About $7,000,000— 
Hotel Holdings Are $11,000,000 





Gen. Abel Davis, chairman of the 
board of the Chicago Title & Trust Co., 
Tuesday was appointed permanent re- 
ceiver for the Illinois Life. Federal 
Judge Wilkerson at Chicago issued the 
order. General Davis was once a life 
insurance salesman. He appeared re- 
cently before the Chicago Life Under- 
writers Association. The receiver is 
given six months to determine what con- 
tracts, leases, etc., he wishes to affirm or 
reject. 

The appointment of a receiver fol- 
lowed several hearings, at which various 
phases of the Illinois Life situation were 
brought to the attention of the court 
and technicalities were disposed of. 
Judge Wilkerson indicated he desired to 
ponder some of the problems involved 
before entering the final order. He 
solicited advice from any parties at in- 
terest. 

Attention was given to the question 
whether renewal commissions should 
be paid agents. Judge Wilkerson was 
told that the business of the Illinois 
Life will be raided and if renewal com- 
missions are continued, former Illinois 
life agents will be interested in seeing 
that the business is kept in force. The 
judge apparently was sympathetic with 
this view and indicated that preserva- 
tion of the agents’ commission rights 
would be given serious consideration. 


Intervention Is Allowed 


The two bills for receiver, one by an 
Indiana policyholder and the other by 
an Iowa stockholder, have been con- 
solidated and Ernest J. Stevens and J. 
W. Stevens have been allowed to inter- 
vene. E. J. Stevens set up, that in 
addition to owning 5,480 Illinois Life 
shares he owns four policies in the IIli- 
nois Life for $100,000 and is entitled to 
cash and loan values of $20,720, for 
which claim was made but which has 
not been paid. J. W. Stevens owns 
20,400 shares. 

J. B. Fleming, counsel for the Illinois 
Life, read a resolution adopted by the 
new board of directors of the Illinois 
Life, consenting to a receivership. The 
resolution declared that the Illinois Life 
can keep up with its death claims and 
can meet expenses of operation but it 
cannot meet the excessive demands for 
loans and surrender values accrued or 
to be accruing. The present board of 
directors was elected at the request of 
the Reconstruction Finance Corpora- 
tion, which has lent $1,000,000 to the 
Illinois Life. 

The court was informed at one of the 
hearings that the total holdings of the 
Illinois Life in Stevens Hotel and 
La Salle Hotel securities amount to 
$11,000,000. The judge asked why the 
Reconstruction Finance Corporation, 
after lending the Illinois Life $1,000,000, 
declined to give further aid. 

Thomas Marshall, representing the 
Reconstruction Corporation, said that 

(CONTINUED ON PAGE 21) 





Prudential Announces Cut 
in 1933 Dividend Schedule 





OTHER CHANGES ARE MADE 





Rates Under Modified 3 and Modified 
3/20 and for Accidental Death 
Benefit Scaled Upwards 


NEWARK, N. J., Dec. 1—The Pru- 
dential has announced a reduction of 
dividends for 1933 averaging “slightly 
more than one dollar per thousand of 
insurance.” The interest return on divi- 
dends and other funds left on deposit 
with the company will be continued at 
4% percent for 1933. 

The company has also announced that 
it will make a “moderate increase” in 
the premium rates under the Modified 
3 and Modified 3/20 policies, owing to 
the increase in the mortality rate in re- 
cent years at the higher middle entry 
ages, and that increased premiums will 
be charged for the accidental death 
benefit at the middle and higher ages. 
As a partial offset to the increased pre- 
miums for the accidental death benefit, 
however, the clause will be liberalized 
to cover accidental deaths occurring 
while the insured is a fare-paying air- 
craft passenger. The announcement 
states that the company’s experience 
under the accidental death feature has 
indicated that a uniform rate for all ages 
is no longer satisfactory. 

In announcing the change in dividends 
the company’s announcement states: 

“Because of economic and financial 
conditions, together with increased taxes 
and a continuance of relatively large 
payments for death claims and disabil- 
ity benefits, we have decided to make 
a further reduction in our ordinary divi- 
dends for 1933 to a more conservative 
scale than that of the present year.” It 
is expected that the complete new scale 
will be available in about a week. 


Lowry Named Superintendent_ 


Thomas S. Lowry has joined the Co- 
lumbia Life of Cincinnati as superin- 
tendent of agents. He has been man- 
ager for middle and south Georgia for 
the Union Central Life with headquar- 
ters in Macon. 





Sun Life Statement 
Stresses Vital Truth 


——_——_—- 


NEW YORK, Dec. 1.—Finan- 
cial writers here have noted with 
interest the Sun Life of Canada’s 
statement that its sales of secur- 
ities have been comparatively 
small this year and that it has 
made a profit on such sales. Par- 
ticular attention was paid to the 
statement made by Vice-President 
and Managing Director A. B. 
Wood that “the mere rise and fall 
of quoted values does not neces- 
sarily mean the gain or loss of a 
single dolar to the company.” In- 
vestment men expressed the idea 
that a better appreciation of this 
fact would go far toward improv- 
ing morale in financial circles. 














Companies Boost 
Surrender Charge 


Massachusetts Mutual and Na- 
tional of Vermont on $16 
Graded Basis 


FOLLOW LEAD OF OTHERS 
Change to $5 Per $1,000 Disability 
Clause, Six Months Elimination, 
by Springfield Company 





The Massachusetts Mutual has adopted 
the $5 income disability clause and is 
extending the waiting period from four 
to six months. It has also fallen in line 
with a number of eastern companies in 
adopting the $16 graded _ surrender 
charges for 3 percent This 
means that the second year cash value 
per $1,000 will be the reserve less $16, 
the charge decreasing $2 a year there- 
after until the full reserve is payable at 
the end of the tenth subsequent policy 
year. This change does not affect re- 
tirement annuity and single premium 
life and endowment forms. 

Kept $10 Form 


policies. 


The Massachusetts Mutual was one of 
the few companies to retain the $10 in- 
come disability clause until the present 
reduction. Under the new form income 
will continue throughout disability on 
life policies but not after maturity date 
on endowments. The first income pay- 
ment will be made at the end of the 
sixth completed month of disability, but 
no retroactive income payments will be 
made for any period of disability cover- 
ing more than six months prior to re- 
ceipt of notice of claim although the 
retroactive period for waiver of premium 
is one year due to the fact that this ben- 
efit is to cover premiums falling due dur- 
ing the disability period. Disability 
must occur before age 55 for men to 
qualify for the income feature, or in case 
of women for the waiver of premium 
disability. Waiver of premium is opera- 
tive for men until age 60. New rates 
and values on insurance with income 
and monthly budget plans will be effec- 
tive Feb. 1. The following gives the 
comparative premiums under the pres- 
ent and new disability clause: 


Waiver of Premium Only 


Ord, Life 20 Pay. Life 20 Yr. Bnd 

Pres. New Pres. New Pres. New 

Age Rate Rate Rate Rate Rate Rate 

25 $0.55 $0.79 $0.41 $0.56 $0.61 $0.82 

35 85 1.27 .66 .93 87 1.25 

45 1.49 2.39 1.43 2.27 1.69 2.68 
Waiver and $5 Monthly Income 

25 3.40 2.82 4.16 3.19 2.83 1.91 

35 464.39 3.75 4.64 3.58 4.05 2.82 

45 6.07 5.56 6.01 5.63 6.27 6.41 

NATIONAL OF VERMONT CHANGES 


MONTPELIER, VT., Dec. 1.—The 
National Life of Vermont has announced 
that after Jan. 1 its surrender charges 

(CONTINUED ON PAGE 22) 








2 


THE NATIONAL UNDERWRITER 


December 2, 1939 








Reserves Replace Insurance 
in Unemployment Coverage 


DIFFERENT ATTITUDE NOTED 


Recognize Impossibility of Amassing 
Funds Sufficient to Carry Industry 
Through Major Depression 


NEW YORK, Dec. 1.—Unemploy- 
ment insurance has been a subject of 
much thoughtful discussion at impor- 
tant meetings in recent weeks. The 
American Federation of Labor, the 
American Association of Manufacturers, 
the Casualty Actuarial Society, to name 
a few, have given it an important place 
on their programs. 

There is however, an important dif- 
ference in the attitude toward unem- 
‘ployment insurance from what prevailed 
a year ago at meetings of those inter- 
ested in the problem of unemployment. 
This difference is the interpretation of 
the word “insurance.” 


Considered on Same Basis 


Previously it was considered by many 
learned persons that unemployment in- 
surance could be written on much the 
same basis as any other kind of insur- 
ance. There was much vague talk 
about an “actuarially sound” basis, al- 
though the actuaries themselves pointed 
out the impossibility of determining 
reserves needed for any but the most 
limited duration of unemployment. 

“Unemployment reserves” is the mod- 
est term which seems to be taking the 
place of the more all-embracing unem- 
ployment insurance. Recognizing the 
practical impossibility of amassing re- 
serves sufficient to carry industry 
through a major cyclical depression, 
proponents of unemployment prevention 
are concentrating on unemployment re- 
serve funds which do not “insure” any- 
thing but bear somewhat the same rela- 
tion to unemployment insurance as a 
savings account bears to insurance in 
general. 

Abandons Idea Entirely 


The Wisconsin plan, for example, 
abandons the idea of insurance entirely. 
The first state plan to become a law, 
its object is more to regularize employ- 
ment by the threat of having to pay 
benefits than to indemnify labor for its 
idle time. 

To judge from the reactions of nearly 
all insurance companies, unemployment 
insurance, even at its best, is something 
they would just as soon not be mixed 
up in. They are undoubtedly glad to 
see the diminishing emphasis on the 
‘Snsurance” angle of unemployment in- 
surance. 





Survey to Be Presented 
on Results of Depression 











BALTIMORE, Dec. 1.—Surveys of 
life business in Baltimore have been 
completed by five companies and will 
be presented at the meeting of the As- 
sociation of Life Insurance Presidents 
in New York. 

Company presidents who will present 
the surveys are A. R. German, Balti- 
more Life; C. H. Taylor, Home 
Friendly; P. M. Burnett, Mutual Life 
of Baltimore; D. H. Rose, Maryland 
Life, and Moses Rothschild, Sun Life of 
America. 

The surveys cover investment oper- 
ations for the last thre years and ad- 
justments made to meet economic con- 
ditions. The mortality survey will cover 
the last 10 years, with a special analysis 
of the influence of the depression period 
on general health. 

The results of surveys of original life 
insurance records will be presented to 
throw further light on financial, eco- 
nomic and health conditions throughout 
the country after three years of de- 
pression. 








Figures in Aetna Life Change 











Ss. T. WHATLEY 


K. A. LUTHER 


S. T. Whatley, general agent for the Aetna Life in Chicago, is appointed vice- 
president and agency director of that company. He succeeds K. A. Luther, who 
will become a partner in the R. H. Keffer agency in New York City for the Aetna. 








Observations on Some of the 
Current Topics in the Field 





By E. J. WOHLGEMUTH 


It is an interesting question what 
effect if any repeal of the prohibition 
amendment is going to have on life in- 
surance mortality. The general feeling 
in life insurance is, of course, that mor- 
tality is increased by the use of liquor 
and the mortality statistics in general 
before and after prohibition bears this 
out. The question is somewhat compli- 
cated by the prevalence of the influenza 
epidemic in the years of 1918, 1919 and 
1920 following the enactment of the na- 
tional prohibition act, the disturbed con- 
ditions resulting from the war, etc. 
Public health and hygiene have certainly 
been improved in recent years, without 
respect to prohibition. The bootlegger 
has contributed his share to increase in 
normal mortality which would undoubt- 
edly have been improved had prohibition 
been complete. It is further to be con- 
sidered that kidney and liver diseases, 
due to liquor habits, did not take thein 
full toll immediately after prohibition 
was enacted. 

The experience of the few companies 
which maintained “temperance” depart- 
ments was indisputably in favor of a 
lower mortality on policyholders who 
did not use liquor in any form. The 
question now is, from the life insurance 
standpoint, to what extent there is going 
to be any change in mortality ratios due 
to the new liquor laws which it seems 
likely will be enacted in the various 
states. It is certainly not likely that the 
mortality rate is going to take a down- 
ward curve on account of the removal 
or partial removal of prohibition legisla- 
tion, even though allowance is made for 
the results which the bootlegging indus- 
try has had on “liquor mortality.” This 
is a new subject for the actuaries to 
worry about. 

* * * 


Notwithstanding the statement in the 
report for 1929 in the medical impair- 
ment study by the combined Actuarial 
Society and the Association of Life In- 
surance Medical Directors to the effect 
that any study of mortality before and 
after prohibition would be of little value 
the writer is inclined to believe that pro- 
hibition had something to do with the 
mortality rate and also that the repeal 





of the 18th amendment will likewise 
have something to do with it. Just as a 
little haphazard investigation we have 
taken the mortality ratios of the ten 
leading companies, the Metropolitan, 
Prudential, New York, Equitable, Trav- 
elers, Mutual, Northwestern, Aetna, John 
Hancock and Sun and combined them 
for the five years before and after pro- 
hibition. Here are the results before 
prohibition: 1913, 76.09 percent; 1914, 
75.39; 1915, 75.68; 1916, 76.47; 1917, 
73.51. Then came prohibition and the 
flu, with the results for the following 
five years as follows: 1918, 109.42; 1919, 
(Sun Life excluded) 70.83; 1920, 64.79; 
1921, 54.86; 1922, 55.96; 1923, 57.72. 
Since 1923 the mortality has run between 
57 percent and 60 percent of the ex- 
pected. Not being an actuary, nor yet 
a medical director, the writer still be- 
lieves that the mortality curve will be 
affected by the repeal of the prohibition 
laws, if the various states take sucl: 
action. 
*x* * * 


The suggestion by President Hoover 
in his campaign speeches that the Re- 
construction Finance Corporation had 
saved the life insurance business natur- 
ally has been objected to by field men 
who have this statement brought up to 
them by the public. It is a fact that the 
Reconstruction Finance Corporation has 
thus far been a very small factor in the 
life insurance business and it seems 
hardly likely that it has actually “saved” 
a single company. Some companies 
which had loans at their banks because 
they did not want to sacrifice perfectly 
good securities at prevailing market 
rates transferred these loans to the Re- 
construction Finance Corporation and 
others borrowed from it direct, but in- 
asmuch as the rate of interest charged 
is 5% percent and the amount of per- 
fectly good security is said to range 
from 2% to three times the amount of 
the loan, there is nothing but good bank- 
ing at a high rate of interest in the Re- 
construction Corporation’s dealings with 
insurance companies. It is true that in 
some localities local bankers either did 
not have the money or did not want to 

(CONTINUED ON PAGE 8) 





Companies Fight Nebraska 
Double Taxation Proposal 


HEARING HELD AT LINCOLN 


Including of Reinsurance Premiums ang 
Dividends Involved—Herdman Takes 
Case Under Advisement 


LINCOLN, NEB., Dec. 1.—Com- 
missioner Herdman has taken under ad- 
visement the request of foreign life and 
casualty companies for revocation of his 
recent ruling that in computing the 2 
percent tax on gross premiums, ‘diyj- 
dends paid to policyholders and reinsur- 
ance premiums must be included. Briefs 
were filed by several attorneys inter- 
ested. Oral arguments were presented 
by C. Petrus Peterson, general coun- 
sel Bankers Life of Nebraska, who also 
represented the foreign life companies: 
H. S. Ives, special counsel Association 
of Casualty & Surety Executives, and 
C. W. Glover, Chicago, representing the 
American Mutual Alliance. Taxes 
totaling $100,000 a year are involved. 
Some companies have paid. 


What Are Gross Premiums? 


The question, as narrowed down by 
the arguments, was whether the words 
“gross premiums received,” used in the 
law, meant exactly what it said, or gross 
premiums retained and used by the com- 
panies. Attorneys for the companies 
stressed the fact that court interpreta- 
tion and administrative rulings in Ne- 
braska over a long period of years fa- 
vored the latter construction, and that 
as a matter of fact the state had acted 
for nearly 30 years on the theory that 
these items were deductible. The pres- 
ent law is a part of the intangible tax 
law enacted in 1921, and it was con- 
tended that as it was lifted intact out 
of the old law and inserted in the new, 
the legislative intent was that interpre- 
tations should remain as they had been 
made. 

Mr. Peterson said it would be con- 
ceded that where other states, as in 
Iowa, refused such deductions, the re- 
taliatory law justified the same ruling 
in this state, but that making the rul- 
ing general would penalize Nebraska 
companies. Since the ruling was made 
the Bankers Life has received a number 
of bills from states that are bringing 
the retaliatory principle into play, and 
it will be penalized thus in every one 
of the other 15 states in which it does 
business. 

Would Be Double Taxation 


With respect to reinsurance premiums, 
it was contended that if the state col- 
lected from both the writing and the 
reinsuring company it would be double 
taxation, and that regardless of what 
division was made as to the tax be 
tween the contracting companies, the 
state had only one interest, that of col- 
lecting one tax. To enforce the ruling 
will simply penalize every Nebraska 
company in every state in which it op 
erates, without increasing the tax reve 
nues of the state. d 

Assistant Attorney General Newkirk 
conceded the points made by Mr. Ives 
with respect to charging the tax on Cal 
celed policies, such as workmen’s com 
pensation, and where customers refust 
policies after they have been reported 
to the home offices, but question 
whether this was true when the com- 
pany caused the cancellation. He said 
that enforcement of the ruling would 
result in penalizing Nebraska companies 
through the operation of the retaliatory 
sections, but that their redress lay ™ 
an appeal to the legislature. As to tf 
insurance contracts he held that they 
are separate undertakings, in _which 
neither the state nor the insured is cot 
cerned, and as the law does not exempt 
them, the tax must stand. 

Mr. Newkirk said that a dividend t 
a policyholder is a profit, in the form © 

(CONTINUED ON PAGE 8) 
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Equitable Must Pay Part of 
Paid-Up Value to Russian 


NEW YORK COURT DECISION 
Case Governed by New York Six Year 


Limitation—Rubles Valued as 
of 1925 





NEW YORK, Dec. 1.—The Equitable 
Life of New York received a partially 
favorable verdict in supreme court here 
last week in a suit brought by a former 
Russian policyholder, N. G. Rudkowsky, 
to recover the value of his two policies 
for a total of 15,000 rubles. The court 
decided that the company must pay 
6,500 rubles, the fractional paid-up value 
of the 10,000 ruble policy. 

The case is one of hundreds involv- 
ing a total of about $7,000,000 resulting 
from the Equitable’s action in 1920 
writing off its Russian liabilities and 
assets after the Soviet government con- 
fiscated the assets it kept in Russia as 
guarantees for its obligations under the 
Russian law. While the case has some 
bearing on the others, it is not a test 
case, as it involved only the statute of 
limitations. Twenty-six test cases are 
pending in the appellate division, seven 
of them having been decided against 
the claimants and 19 against the com- 
any 
, The court threw out the claim for the 
5,000-ruble policy as being outlawed by 
the limitations statute, upholding the 
Equitable’s contention that the New 
York limit of six years applied rather 
than the Russian limit of ten years as 
contended by Rudkowsky. 

The case as regards the 10,000 ruble 
policy hinged on whether the claimant's 
amendment to his suit, making the 
clam one for the paid-up value rather 
than for the cash value, should be con- 
sidered as part of the original action or 
as a new action. In the former case it 
would come within the six-year limit 
after maturity date, whereas in the lat- 
ter it would not. Justice Frankenthaler 
decided that it should be regarded as 
part of the original action. 

An interesting feature of the decision 
was that it ruled that the company must 
pay in the value of rubles as of Dec. 10, 
1925, the date of maturity of the con- 
tract. The value was then 51.4 cents so 
that the 6,500 ruble claim amounts to 
$3,341. The decision included interest 
from that date and the costs and dis- 
bursements of the action. It is under- 
stood that the case will be appealed by 





the company. 


Industrial Insurance Gets 
Into More Normal Shape 


CONDITIONS IN BALTIMORE 





Companies Found That Pressing Agents 
Too Hard for Business Led to 
Disastrous Results 





BALTIMORE, Dec. 1.—This is a 
city well organized from an industrial 
insurance standpoint. It has some ag- 
gressive home offices that focus their 
attention on industrial and write a very 
handsome business. They are giving a 
good account of themselves. 

The Sun Life, Mutual Lite of Balti- 


more, Baltimore Life, Home Friendly 
and Eureka-Maryland Assurance all 
have home office buildings. The Balti- 


more Life’s structure is the newest one 
and it is one of the substantial and ar- 
tistic buildings of the downtown area. 
Other smaller local companies that are 
giving their attention to industrial are 
the Fidelity Life, Security Life, Royal 
Life, Southern Life, Star Life, State 
Life, Independent Mutual, Mutual Bene- 
fit. 


Much Turmoil in the Field 


There has been much grief and solici- 
tude in the industrial field. In spite of 
so much unemployment, reduction in 
income and distress among the classes 
that buy industrial insurance, many 
home offices tried to goad their men to 
renewed effort to keep their debits in- 
tact and show an increase. The spur 
was too severe. It led to many abuses 
and much undesirable business. Com- 
panies injected more liberal terms into 
contracts and lost money. There were 
deficiencies on every hand. Business 
was harder to get but head offices kept 
up the fight for volume. 

Now seemingly, officials see the folly 
of trying to get blood out of a turnip 
and are shaping their polic, to present 
conditions. 

Most offices are watching conversions 
of industrial to ordinary policies, realiz- 
ing that some agents have recommended 
the cashing in of industrial and the pur- 
chase of ordinary. One local company 
has established the rule that all applicay 
tions for cashing in of all policies and 
replacing with new have to be made 
direct to the home or district offices. 
Some agents seek out policyholders that 
have gone on an extended insurance or 
paid up basis, try to get them to cash in 
and take new insurance. 

With it all, it can be said that the 
companies are getting their affairs on a 








“Work, Work, Work 
Don’t Bother Me” 
Gets Riggs Sales 


K. L. Riggs, veteran Great American 
Life general agent at Lubbock, Tex., 
has formulated a plan to get the undi- 
vided attention of a farmer prospect. 

In calling on farmers Mr. Riggs finds 
they are usually busy plowing, picking 
cotton, husking corn or doing chores. 
To offset the time which a prospect 
loses when he talks to him Mr. Riggs 
takes with him on all calls a very ver- 
satile negro. The latter assumes the du- 
ties being executed by the prospect 
while Mr. Riggs lures him to the shade 
of a mesquite bush where a full and 
undisturbed presentation of life insur- 
ance can be made. 

In this manner the prospect does not 
worry about completing his work, is 
able to give full attention to what is 
being said and usually is pleased to ob- 
tain a rest while his work carries on at 
no additional expense to himself. The 
cost of the negro assistant is small and 
Mr. Riggs states that he has paid divi- 
dends many times during the past few 
years. 

Dinner to Commissioners 

An informal dinner to the insurance 
commissioners will be held at the Wal- 
dorf-Astoria Hotel in New York City 
Dec. 7. There will be no formal invi- 
tations, no tables engaged for com- 
panies and no assigned seating arrange- 
ments. Tickets can be obtained from 
Oliver Jones, assistant secretary, din- 
ner committee, Waldorf-Astoria hotel. 
A lengthy committee is in charge of the 
dinner. 


New Assistant Medical Director 


The Connecticut Mutual Life has ap- 
pointed Dr. C. E. Homan, Jr., of Chat- 
tanooga, Tenn., assistant medical direc- 
tor, effective Jan. 1, 1933. 

Dr. Homan graduated from Mercer 
University in 1918. He served in the 
United States government laboratory 
service during the world war. He grad- 
uated from Johns Hopkins medical 
school in 1923. He has been practicing 
in Chattanooga for several years, spe- 
cializing in internal medicine. 




















more satisfactory basis. They are tak- 
ing a reduction in volume and income, 
However they are wringing out the wa- 
ter and the results are more satisfac- 
tory. 





Democratic Landslide Puts 
Insurance Men in Quandary 


FEAR BAD LEGISLATIVE YEAR 





Companies and Organizations at Sea 
as to What to Expect from 
Legislative Bodies 





Companies and organizations are al- 
most completely at sea as to what to 
expect in the way of insurance legisla- 
tion this next year as a result of the 
Democratic landslide at the general elec- 
tion. A great many insurance commis- 
sioners who have been found to be able, 
conservative and efficient undoubtedly 
will go out. The commissioners always 
have been an important factor in secur- 
ing the right kind of legislation and de- 
feating inimical bills. 

Republican commentators to the con- 
trary, the strong Democratic majorities 
which will be found not only in the na- 
tional government but in state govern- 
ments throughout the nation, un- 
doubtedly will not be so radical as the 
Democrats popularly are reported to be 
when they once get a chance to be in 
power. Nevertheless, it is disquieting 
for insurance companies and organiza- 
tions to face the prospect of meeting 
so many new faces and being forced to 
start all over in selling their advice and 
data as sound and worth following. 


Many Measures Expected 


Without question extra effort will be 
made in the succeeding year to have 
adopted inimical laws which insurance 
in the past has succeeded in quashing. 

One thing is evident—there is a tre- 
mendous demand all over the United 
States to reduce the cost of govern- 
ment, not only national but also state. 
There are tax payers’ organizations, 
both national and statewide, working to 
this end and undoubtedly many drastic 
reductions in government expenses will 
take place. 

Although insurance men universally 
are opposed to the heavy taxation of 
insurance on the basis that this comes 
from policyholders, who thus are penal- 
ized for thrift and sound conservative 


policies which make for strong eco- 
nomic growth, yet insurance men it is 
certain will move in concert to make 
sure that the standards of ability and 
efficiency are not lowered in state in- 
surance departments. 

It is pointed out by an attorney 


prominent in legislative work in one of 
(CONTINUED ON NEXT PAGE) 
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NOVEMBER 23 
Our 40th Birthday 


The sound and constructive growth of the 
Missouri State Life Insurance Company 
since its organization in November, 1892, 
is most clearly reflected in the operating 
statistics of its business over a period of 
years. The following figures reveal a 
steady, uninterrupted growth and clearly 
indicate the rapid progress of the Com- 
pany during its remarkable career. 





Year Surplus for No. of Insurance 

Ending Admitted Protection of _ Policies in 

Dec. 31 Assets Policyholders In Force Force 
1893 5 6,635 $ 603 $ 902,000 
1902 250,560 130,278 3,288 4,777,421 
1912 8,001,457 1,691,399 43,220 71,411,018 
1922 39,642,846 4,647,766 *151,230 385,579,745 
1931 154,944,349 7,564,953 *353,563 1,124,983.380 


*Does not include individual group certificates. 


The Company is closing its 40th year 
with a constantly increasing produc- 
tion due to the loyal and energetic 
cooperation of its Agency organiza- 
tion and the helpful sales plans 
given it. 
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Mutual Benefit Reports 
Policy Loans Much Lower 


Policy loans made in cash by the Mu- 
tual Benefit in October reached the 
lowest point in many months and are 
now runniag at a rate less than one- 
third of the peak figure of December, 
1931, according to John S. Thompson, 
vice-president and mathematician. At 
the same time, loan repayments by pol- 
icyholders have almost doubled since 
December, 1931, reaching a high point 
in September of this year, and since 
July have remained above the average 
for the previous 12 months. Cash re- 
payments are now being made in excess 
of $300,000 a month. In October, for 
the first time in several years, the loan 
account showed a decrease, repayments 
having exceeded demands for new 
loans. As these repayments include sur- 
render values applied to the liquidation 
of loans on policies on which default of 
premium and interest has occurred, this 
reduction may be attributed to the in- 
crease in the rate of termination of en- 
cumbered policies. 

No campaign or other special effort 
has been made by the company to se- 
cure payment of loans. The situation 
reflects a recession in the demand for 
cash, an improvement in public senti- 
ment and a high degree of confidence 
in the institution of life insurance. 


Confusion Results Over 
Dividend Status Article 


In a recent issue, giving the status of 
the leading companies as to policyhold- 
ers’ dividends up to date, some confu- 
sion has arisen as to the notation “no 
change” following some companies. 
This was intended to convey the infor- 
mation that up to the time of publica- 
tion of that issue no change had been 
announced. Unfortunately this notation 
was used in connection with the Provi- 
dent Mutual and New England Mutual, 
which had publicly stated the same for- 
mula would prevail next year as this. 
For example, the Mutual Life of New 
York, New York Life, Equitable of 
New York, Penn Mutual and a few 
others mentioned had not announced 
any change at the time of this publica- 
tion. 


A. B. Banks Is Pardoned 


A. B. Banks, whose organization once 
controlled 48 banks and trust com- 
panies and three insurance companies, 
has been pardoned by Governor Par- 
nell of Arkansas. He had been sen- 
tenced to serve one year in the Ar- 
kansas state penitentiary after convic- 
tion of accepting deposits in one of his 
banks after it was known to be insol- 
vent. The governor stated that the 
conviction of Banks was on a purely 
technical offense. His insurance com- 
panies were the Home Life, Home Fire, 
and Home Accident of Arkansas. 


Feature Speakers on White Course 


DETROIT, Dec. 1—H. C. White, 
Detroit general agent Connecticut Mu- 
tual, has been conducting a constructive 
sales training course, originally designed 
for his own agents and brokers, but 
later thrown open to all agents. 

“Medical Selection and Life Under- 
writing” will be discussed Dec. 6, with 
Dr. W. A, Spitzley presiding. “Moti- 
vation and Investment Selling” will be 
discussed Dec. 13 by H. P. Trosper, 
vice-president American Life of De- 
troit, and George F. W. Reid, Detroit 
manager J. S. Bache & Co. “Opportu- 
nities Ahead” will be the topic of John 
A. Reynolds, president Detroit Life, 
Dec. 20. , 











Ralph Engelsman’s book, “Making 
Sales Contacts,” describes in detail the 
methods he has so successfully used in 
making and following up sales con- 
tacts. Price, $2. Order from The Na- 


tional Underwriter. 
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Peoria Change | 














Cc. E. (“TOMMY”) THOMPSON 


C. E. Thompson, who is best known 
to life insurance men as “Tommy’ 
Thompson, the man who draws sweet 
music from a saw or any tool at hand, 


has been appointed general agent in | 


Peoria, Ill., for the Connecticut General 
Life. 
one of the leading factors in the thriy- 


ing Peoria Life Underwriters Associa § 


tion. He appeared at the Pittsburgh 
and San Francisco conventions of the 
National Association of Life Underwrit- 
ers with his famous musical stunts that 
bring down the house. 

In his new position, Mr. Thompson 
succeeds C. W. Freudenthal, who ha 
resigned. Mr. Thompson joined the 
Home Life in Peoria in 1915, serving a 
agent, cashier and later as field super- 
visor until 1924. In that year be became 
affiliated with the Travelers and _ has 


been with that company until the pres FF 


ent time. 








Democratic Landslide Puts 
Insurance Men in Quandary 
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the large national organizations that in- 
surance companies are paying 25 times 
as much in taxes as the cost of running 
the state insurance departments. He 
says that in these times efficiency @ 
state supervision of carriers by @ 
means should be preserved. 


Shortage Is Revealed 


Commissioner Dunham has at 
nounced that a shortage has been fount 
in the account of Louis M. Hastings 
auditor in the Connecticut department! 
The shortage was noted during a recet 
absence of Hastings and a special aud 
was made. 

“Louis M. Hastings, an auditor of th 
Connecticut insurance department ft 
the past four years, has resigned,” M 
Dunham stated. “His accounts are b 
ing audited and the audit has progress¢ 
far enough to reveal that the shortag 
will not exceed $1,000. The Centur 
Indemnity, which bonded Mr. Hasting 
has indicated that it will indemnify t* 
state in full.” 


Olmsted Makes Notable Gains 


The R. E. Olmsted general agency ° 
the Penn Mutual Life in Detroit h# 
been making marked sales gains th 
past three months. Business in Aug! 
was 64 percent ahead of last year, Se? 
tember, 80 percent ahead and Octobe! 
150 percent. Mr. Olmsted was appoint 
general agent to succeed the late Geors* 
Bahl three months ago. 
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Contests Remain Principal 
Means of Motivating Agents 





TIME-HONORED PLAN IS BEST 





Many Companies Employing Method to 
Spur Field Forces to Whirlwind 
Finish in 1932 


A large number of companies are 
staging year-end contests in what one 
manager describes as a “desperate at- 
tempt at motivation of agents.” While 
his description may be overdrawn, it is 
true that great emphasis is being placed 
on motivation. It is the new watch- 
word in life insurance selling, and at 
least so far as winding up 1932 is con- 
cerned is finding expression in con- 
tests of all kinds. : 

It is one of the regrets of life insur- 
ance executives that their field men 
often fail to respond to the every day 
challenge of making living incomes out 
of the business and of furnishing the 
public a service sorely needed, especi- 
ally in these times, but must be in- 
veigled by some kind of contest into 
making extra effort. Yet that is the 
simple fact. 

Contests Aid Production 


The appeal of a “surprise” party for 
the general agent or manager which 
is no surprise at all in most cases; the 
challenge of a “groceries” contest, of a 
football game in which one unit is “Har- 
vard” and another “Yale,” never fails 
to bring some results. After the close 
of such a contest there inevitably is a 
slump. Many offices recognize and 
make use of the fact by staging several 
contests a year, allowing time for brief 
“breathing spells” in between. 

This is one species of motivation that 
is as old as legal reserve life insurance 
in this country and yet so far has proved 
most practical and productive of results. 
Companies and general agents, and the 
Life Insurance Sales Research Bureau 
have been studying the problem of mo- 
tivation for considerable time in an ef- 
fort to formulate simple practical meth- 
ods of motivation which may success- 
fully be applied by managers and gen- 
eral agents in the field. 

Many Expedients Tried 


There have been tried the regular 
personal talks of agency heads and su- 
pervisors with individual agents in an 
effort to fathom their psychology and 
appeal to their pride or whatever other 
trait may prove to be the key; inspira- 
tional talks by agency men and out- 
siders; publicizing of agents who have 
succeeded in an effort to induce the 
“small fry” to emulate them, and many 
other methods. 

However, the old mainstay of “Presi- 
dent’s Month” with the bower of roses, 
each rose representing some agent's ap- 
plication; or the tortuous journey from 
the agency office to the convention city, 
marked out daily by pins; or the 
“grudge” fight between two agencies in 
which the winners will eat chicken and 
the losers only beans; or the clock, 
thermometer or what have you, remain 
the outstanding result-getters. 


Golden Anniversary Rally 


The 50th annual convention of the 
Columbian Protective Association was 
held at its home office in Binghamton, 
N. Y., this week, the delegates consist- 
ing chiefly of members of the industrial 
division from Pittsburgh, Philadelphia, 
Atlantic City, Newark, New York City 
and Buffalo. Greetings were given by 
*. L. Andrews, president of the associa- 
tion. Prizes were awarded under the 
direction of F. P. Breese and a question 
box was conducted by E. H. Rockefeller. 
Thomas A. Wilson, president of the 
Marine Midland Trust Company, was 
One of the speakers. Another was Jay 
Lee, president of the Buffalo Life Un- 
derwriters Association. 








Joins Yeomen Mutual] 











VICTOR M. SHEWBERT 


Victor M. Shewbert, who has just 
been appointed superintendent of agents 
of the Yeomen Mutual Life of Des 
Moines, is widely known as a company 
official and agency organizer in both the 
middle west and the south. He has been 
in life insurance work for more than 16 
years. He had been superintendent of 
agencies for the American Union Life 
of St. Joseph, Mo., just prior to joining 
the Yeomen Mutual. 








Haid, Cross, Dunham Are on 
Connecticut Day Program 





Distinguished speakers will appear on 
the program during Connecticut Insur- 
ance Day in Hartford Dec. 15. They 
include Paul L. Haid, president of the 
Insurance Executives Association; Gov- 
ernor Cross of Connecticut and Com- 
missioner Dunham of Connecticut. The 
meetings will be held in the Aetna Life 
building. George E. Turner, president 
of the First Reinsurance, is general 
chairman. 

Instead of a banquet, this year there 
will be a luncheon meeting, followed by 
two group conferences in which the life 
men and fire and casualty people will 
meet separately. Before the luncheon 
there will be a general session for peo- 
ple in all branches of the business. Mr. 
Haid will be the principal speaker at 
that time. Then following the group 
sessions, there will be another general 
meeting. 

The Connecticut Insurance Day com- 
mittee consists of the following, in addi- 
tion to Mr. Turner: Honorary chair- 
man, Commissioner Dunham; vice 
chairmen, D. G. North, New Haven, 
past president Connecticut Association 
of Insurance Agents; James L. Case, 
Norwich, past president National Asso- 
ciation of Insurance Agents; secretary, 
S. J. Putnam, Hartford, resident man- 
ager Fidelity & Casualty. The Con- 
necticut Association of Insurance 
Agents, Connecticut Life Underwriters 
Association, Connecticut State Chamber 
of Commerce, Connecticut Field Club 
and Casualty & Surety Association of 
Connecticut are sponsoring the affair 
and are represented on the committee. 


Fidelity Mutual’s Dividends 

The Fidelity Mutual Life has an- 
nounced that its dividend scale for the 
first six months of 1933 will be on the 
basis of 70 percent of the present scale. 
Interest on proceeds left with the com- 
pany will be 4.6 percent instead of 4.8 
as at present, while the rate on divi- 
dends left to accumulate will be cut from 
4.6 percent to 4.5. 
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“A Source of Comfort 
Through the Years” 


The Record of a Small Policy 


6 bow following letter from a Wisconsin 
clergyman illustrates strikingly how 
even a small life policy kept in force may be 
the chief or sole means to security and peace 
in the later years of life: 


“My mind goes back across the years, to 
an afternoon in North Dakota, when a rep- 
resentative of the New York Life came to my 
home and urged me to take out some Life 
Insurance. I believed in insurance but was 
too poor to make a start. I was so short of 
money that the agent had to lend me the 
money for my first premium. My only re- 
gret is that I did not let him make it three 
thousand instead of one, as he wanted to do. 


“It has been a source of comfort through 
the years, to have even so small an amount in 
a safe place. Now we are no longer young, 
and have decided to buy a little home. This 
means that we need the small savings the 
New York Life has been keeping for us 
these many years. . . .” 


This is a $1,000 20 Payment Life policy 
issued at age 35. Total premiums paid— 
$766.80. Present cash value, including divi- 
dend deposits, amounts to $1,146.21. Through 
all these years the beneficiary has been pro- 
tected for $1,000. 


A life or endowment policy (but 
not term insurance) is an Insured 
Savings Plan with guaranteed 
values for retirement. 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 


HOME OFFICE BUILDING 
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Companies Review Methods Used 
in Conserving Loaned Policies 





Life insurance forces are gradually 
being coordinated to conserve so far as 
possible the business and reserves now 
on the books against the tendency to 
lapse and rewrite due to policy loans. 
As has been pointed out in previous 
articles, one of the great dangers of 
twisting is that companies may be too 
liberal in the payment of new and re- 
newal commissions on rewritten policies 
where the loan is cancelled and the re- 
serve taken down. There is a great 
temptation in these times to pay the 
agent too liberally for rewriting business 
and thus in reality tear down the legal 
reserve system. 

Life insurance has become the one 
great unimpaired financial back log of 
the American people, and if this goes 
also a serious weakening in our social 
and economic system will have been 
brought about. The fact that life insur- 
ance investments have stood up better 
than any other form should be the best 
argument for the continued development 
of the life insurance system as an in- 
sured savings and investment plan. 


Second Commission Issue 


The payment of a second commission 
by the assured is an expense that he 
should not be compelled to bear. The 
principle is the same as that involved 
in the question whether a mortgage loan 
agent should receive another commission 
when a mortgage is renewed. On the 
one hand the mortgage loan agents 
argue that they must have money with 
which to keep up their organizations 
and that even though in these times 
most mortgages are not being paid off 
at maturity and but little work is in- 
volved in the renewal, this money is 
needed by the loan agent. 

This might also be said by the life 


‘have developed excellent 





insurance agent, that he needs the 
money, but it is said with even less force 
in the case of life insurance because the 
life agent already receives a regular re- 
newal commission, under his contract, 
and this should be sufficient in most 
cases. If the companies play fast and 
loose in the payment of commissions on 
rewritten business there is bound to be 
an unfavorable reaction when the mat- 
ter is taken up by insurance departments 
and others interested from the public 
viewpoint. 


Actual Methods Interesting 


It is unfortunate that THe NATIONAL 
UNDERWRITER cannot present in detail the 
many excellent plans submitted to it by 
various companies in response to its 
questionnaire. The space required would 
be too great and yet the actual methods 
of handling, with forms, etc., are the 
most valuable feature of the results ob- 
tained. 

The Canadian companies in particular 
plans. The 
Manufacturers Life of Toronto submits 
a complete system of form letters and 
methods in its campaign to conserve 
business on which loans have been 
made. It recognizes that while repay- 
ment of the outstanding loans, in most 
all cases, conserves the best interests 
of the policyholders, it is sometimes im- 
possible for them to make the necessary 
outlay. In such cases the company is 
suggesting as an alternative that the in- 
debtedness and interest charges be elim- 
inated by redating the policy. Branch 
office cashiers are requested to review 
carefully all business on which there is 
an indebtedness and to select those cases 
in which in their opinion it will be to 
the interest of the insured and the com- 
pany to rewrite. This list is to be fur- 





nished to the head office two months in 
advance of the premium due date. The 
head office will then outline individual 
proposals, outlining the change and the 
resulting advantages to the assured. 
These are then distributed to the field 
representatives to take up with the in- 
sured before the premium is due. 


Special Cards and Letters 


Where the particular circumstances 
make it advisable, the proposal may be 
made on a cheaper plan or for a smaller 
amount. The company has gotten out 
forms for the. new system as follows: 
A record card showing the record of 
the policy and the proposed change; a 
three page letter to the assured carefully 
outlining the proposition; a four page 
printed proposal; a two page letter of 
instructions to the agents; a reporting 
sheet or invoice and a record of cases 
where net reserve proposals are offered. 

The Great West Life of Winnipeg 
issues instructions to branch offices re- 
garding the redating of policies, a num- 
ber of printed forms, as well as some 
supplementary instructions, and F. B. 
MacCharles, actuary, recently prepared 
a paper on redating of policies for the 
company’s agency convention held in 
September. 

All the Canadian companies are watch- 
ing this matter very carefully and are 
exchanging information and ideas with 
one another. 


Cases Treated Individually 


The National Guardian Life of Madi- 
son, Wis., has issued a bulletin to agents. 
Each case is treated individually and the 
company has both redated some policies 
and permitted the equity to apply on 
new insurance. Where a policyholder 
has terminated a policy (except term in- 
surance) within two years from the date 
of application, a charge against the com- 
mission will be made in all cases to off- 
set the loss sustained by the company 
when the old policy terminated. For ex- 
ample, a $1,000 policy lapsed at the end 
of two years would constitute a charge 





of $9 against the commission on ap, 
new policy written. : 

The Bankers Life of Nebraska dog, 
not pay a commission if the insurang 
is surrendered for the cash value ang 
new businéss written within one year 

Many of the answers to the question. 
naire sent out by THE NATIONAL Unpp. 
WRITER in regard to views and method; 
for conservation of loaned policies have 
already been printed. Others are pre. 
sented herewith. 

* * * 

Scranton Life: We endeavor to trex 
each case on its own merits, and jy 
some instances we have paid full com. 
mission; in others the full commissioy 
has been spread over a period of two 
years; i. e., 50 percent first year and 
50 percent second year; and in others 
two-fifths of the first year commission 
the first year, two-fifths the second 
year and one-fifth the third year. 

We handled a case the other day 
which involved the termination of a 
considerable amount of old insurance 
on an agency account under which re. 
newal commissions had been previously 
computed, In this instance we made 
an agreement with the agent, who was 
the same individual who wrote the orig- 
inal business, to assign the renewal com- 
missions on the new policy to the old 
agency balance. 

We have rewritten a few cases where 
the loan was only for a part of the re. 
serve, by redating the insurance, but 
our experience along those lines has 
been rather limited and not at all sat- 
isfactory. The results did not justify 
the effort and expense involved in the 
redating arrangements. 

* * * 

Aetna Life: I am unable to answer 
your questions because we have not ar- 
rived at any definite decision and have 
no definite rules on the points about 
which you seek information: 

* * * 


Home State of Oklahoma: We, like 
most companies, are endeavoring to 
persuade borrowers to pay off their 
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in monthly instalments. However, 
perfectly frank, we have had very 
jittle success along this line. It ap- 
ars that a great many policyholders 
re anxious to obtain a loan on their 
policies as SOON as they are old enough 
to have a cash value, but they are very 
sow in making any effort to repay 
same, and I personally believe that be- 
fore there is any material increase in 
the amount of loans repaid, there is 
going to have to be a material change 
in present economic conditions. 
eo 

Rockford Life: Some time ago we 
read of a plan being used by the Mutual 
Life of New York in regard to the 
conservation of business on which pol- 
icy loans had been made. We were 
interested in this plan, due to the fact 
that it seemed to be both sensible and 
fair, and inasmuch as we had been 
treating each case in a different man- 
ner up until that time we asked the 
Mutual Life of New York for additional 
information and permission to adopt 
the portion of their plan that seemed 
adaptable to the business in our com- 


Joans 
to be 


a 


any. 
At present we have just started to 
make a trial of this plan and have made 
a few minor changes in the rules sent 
out by the Mutual Life of New York 
to their managers. Practically the only 
difference between the method used by 
our company and that used by the Mu- 
tual Life of New York is the fact that 
the rewritten portion of the policy still 
contains the contestable period and we 
reserve the right to request a medical 
examination on the new policy, and the 
fact that we pay our agents one-half of 
the regular commission on such rewrit- 
ten business. 
eo 


Continental American, Del.: Under 
all plans we are willing to rewrite in- 
surance at the attained age, without 
medical examination, provided: 

1. The original loan plus interest is 
equal to or exceeds 90 percent of the 
cash value of the old policy. 

2. The new policy is for an amount 
not in excess of the original face amount 
less the cash value of the old policy 
at the date of change. 

_ We are willing to issue the new pol- 
icy on a plan not cheaper than ordinary 
lie. In changes of this kind we pay 
the soliciting agent 50 percent of his 
contract rate for the first year commis- 
sion, and regular renewal commission. 

With reference to business written by 
agents where policies have lapsed in 
other companies because of loans, when- 
ever such a case comes to our atten- 
tion we discourage our agents from 
accepting the business and we give the 
original company the opportunity of 
replacing it. However, we suspect that 
i many instances the home office is 
not aware of conditions as they do 
exist. 

* * * 


Great American, Kan.: We have not 
made any definite rules, nor have we 
made any campaign to rewrite our pol- 
ityholders who have loans on their 
Policies. 

We are nevertheless keeping in close 
touch with all such policyholders by our 
renewal representative, who is on the 
road and traveling among them all the 
time. Every owner seeking a policy joan 
of any considerable amount is calied on 
Personally by our renewal man before 
the loan is made. 

We ascertain why the loan is re- 
quested and also find out if the amount 
requested can be reduced, always bear- 
ing in mind the best interests of the 
Policyholder. 

©, of course, find out if there is any 
outside influence working on the case 
— oe idea of cashing the policy and 

Writing same. We are thankful to 
di, that very little of that has been 
iscovered. : 

n most cases we secure pledges from 
oe policyholders to repay the loan; all 

which, of course, must be done by 
4 personal interview. 


fwe find later on that policies are 








Commissioner Riley 


Is a Real Humorist 








GEORGE D. RILEY 


George D. Riley, insurance commis- 
sioner of Mississippi, made a great hit 
at the annual convention of the Na- 
tional Convention of Insurance Com- 
missioners in Texas with his character- 
istic southern Negro stories and en- 
deared himself to all who met him by 
his amiable and lovable temperament. 
Quaint, homespun, most sincere and im- 
bued with deep sentiment, he loves the 
people of his homeland. Mr. Riley 
sprang from a farm near New Hebron 
in Mississippi and went to Houston, 
Miss., in 1896, where he has resided 
ever since. For three times in succes- 
sion he was county superintendent of 
education in Chickasaw county. He 
served for two years as president of 
the Mississippi Association of County 
Superintendents. He became state audi- 
tor and on retiring from office became 
associated with the National Surety in 
one of its Mississippi agencies. He is 
prominent in religious and civic work. 
He is widely known throughout his 
state. Commissioner Riley has made his 
reputation as a humorist. He is in de- 
mand at banquets and meetings, wher- 
ever he goes. 

Commissioner Riley will address the 
New York City Life Underwriters As- 
sociation Dec. 6. 








lapsing because of the loans, we will 

arrange to take care of our own policy- 

holders and give them credit, of course, 

for every value they have in the_ policy. 
$¢@ 8 


It is my opinion that this work should 
be done by a thoroughly trained rep- 
resentative on salary, direct from the 
home office, for the reason that the 
policyholders’ interests must be the only 
consideration, and if we were to allow 
our agent to do it on a commission 
basis, there would be a tendency toward 
a wholesale lapsing of the policies in 
order to secure a commission by writ- 
ing new business. Hence I feel that 
this work should be done by a home 
office representative on salary. 

Answering your last and very im- 
poftant question regarding our attitude 
toward. rewriting policies lapsing in 
other companies because of the loan, 
will says that we will not permit our 
agents to twist other companies’ pol- 
icies if we know it, and I sincerely hope 
that other’ companies’ agents will not 
disturb our policyholders. I have no 
reason to believe, however, that that 
condition will prevail. 

I will be perfectly willing to join 
with all other companies, if all com- 
panies could be interested in furnishing 
agents with a standard form of ques- 
tions to be asked each applicant, or if 
some system could be worked out along 

(CONTINUED ON PAGE 20) 











As THE GENIAL HOST, you're a winner. I expected a nice 
welcome when I came to Dayton, of course, but you and 
Mary made me so happy and contented that I feel like 
a homeless waif back here in my humble “efficiency”. 
The whole thing smacks of a conspiracy to get me in 
the “Ball and Chain” Club, but you might as well give 
up. Bachelorhood is still good enough for me. 


I suppose you think we're even, though, because I 
wrote you that Education Policy for little Fred. What 
do you think of U. C. L.’s new selling method now? 
Didn’t I tell you it was good? I could hardly keep from 
laughing at you Sunday; you may not know it, but 
before I got a chance to open fire with my stupendous 
personality and wit, you were selling the policy to your- 
self and giving me some swell pointers to use on other 
people. Thanks, old man. 


You wanted me to get the dope on how this new plan 
started. I asked about it when I got back, and found 
out a lot more interesting stuff besides. 


It seems the whole thing—advertising, radio, new 
selling plan, and all—was conceived about a year ago. 
Instead of stuffing the old teapot and digging in for a 
long, hard winter, the Union Central crowd kept its 
head up and looked things right in the eye. 


Although it’s one of the oldest and most conservative 
in the game, U. C, L. has a progressive management 
that can pick its hole and plunge right through like 
Jim used to do after you smeared the defense. When 
this bunch saw there was a chance to bust through, it 
did, and there’s a clear field in front with the goal posts 
at the end. And, to complete the simile, the agents in 
the cheering section are yelling like mad. 


Whew! That’s quite a literary outburst for a man 
who hated English like I did. Pardon me while I take 
a rest. 


Your EXHAUSTED EX-ROOMMATE, 


THE UNION CENTRAL 
INSURANCE COMPANY 


>> CINCINNATI << 


AXARAARAASSAS SAY 


THE NATIONAL UNDERWRITER 


December 2, 19 





—:_ 





Financial Independence 
The Best of All 
Christmas Gifts 


A Life Annuity is the easiest, surest 
and most acceptable way of providing for 
dependent parents or other relatives past 
middle age. 


It adds to their comfort, increases their 
security and transfers responsibility for 
their support from the family to the 
strongest of all financial institutions, the 
life insurance company. 


A Life Annuity, large or small, makes 
the most acceptable of Christmas gifts. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











MORE AMMUNITION 


for our fieldmen. The Philadelphia 
Life Adjustment Policy has been built 
to fit present day conditions. 


It is a 1932 model—More Protection— 
Low Cost—Flexible—Permanent. 


General Agents wanted in Pennsylva- 
‘nia, New Jersey, Ohio, Indiana and 
Michigan. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 




















Observations on Some of 
Current Topics in Field 


(CONTINUED FROM PAGE 2) 


use it in financing the life companies in 
making policy loans, although they 
would be perfectly safe in doing so. 

The danger in the Reconstruction 
Corporation’s insurance financing in 
wholesale fashion is that some com- 
panies may be given loans which do 
not deserve them and it is not at all 
certain that 100 percent of these loans 
will be used in turn to make loans to 
policyholders against their reserves. Cer- 
tainly a life company which secures 
a loan from the R. F. C. and uses the 
money for any other purpose then than 
to make loans on policies ought to be 
checked up by its insurance department. 

In the case of a company which is 
so far gone that it cannot recover any- 
way it is also a question whether the 
Reconstruction Corporation ought to tie 
up the remaining good assets with a 
mortgage on a basis of two and one-half 
or three to one when in the liquidation 
of the company it would be much better 
not to have this loan to handle but 
rather to distribute the assets or hold 
the reserves in trust for final liquidation 
for the benefit of policyholders without 
the complications of the Reconstruction 
loan. There is no doubt that the Re- 
construction Finance Corporation can be 
of measurable service to life insurance if 
its loans are properly safeguarded and 
conserved solely for the benefit of bor- 
rowing policyholders but there is also 
the possibility that these loans may be 
used for the continuance of high salaries 
and expenses which ought to be cut 
down now rather than to wait until all 
the assets have been used up. 

* * * 


In the history of life insurance the 
study of the government's venture into 
the business in wholesale fashion by the 
substitution of life insurance for pen- 
sions to soldiers and near-soldiers in 
the great war will make an interesting 
chapter. At one time there was about 
40 billion dollars worth of insurance on 
Uncle Sam’s service men as against 115 
billions of ordinary, industrial and 
group in all the legal reserve companies 
on the first of this year. According to 
the last report there is still about $3,- 
050,000,000 government insurance in 
force. 

In addition, there are the “adjusted 
service compensation certificates,” or 
bonus plan, adopted in 1924, fixed by 
crediting veterans with $1 daily for do- 
mestic service and $1.25 daily for over- 
seas service plus 25 percent of that 
total for waiting 20 years, plus interest 
at four percent, compounded annually, 
based on ultimate payment in 1945, hav- 
ing a face value of $3,514,284,141. The 
average maturity value of each certifi- 
cate is $990 but as veterans have been 
permitted to borrow 20 percent of the 
maturity value, loans aggregating $1,- 
429,000,000, of the $1,757,000,000 eli- 
gible, have been made to 2,734,582 
former soldiers. Each year Congress 
has been setting aside a reserve to meet 
payment at maturity in 1945 and this 
reserve now amounts to $1,214,000,000. 

Incidental to this complicated prob- 
lem of payments to ex-soldiers we also 
have the much discussed payment of 
World War pensions, so much objected 
to on tax grounds, for which it is esti- 
mated by some authorities that $23,000,- 
000,000 will eventually be required, 
largely allotted for sickness and in- 
juries not the result of war service. 

Considering the pure insurance fea- 
ture alone we have a lapse of insurance 
in force from 40 billions down to about 
three billions which certainly shows that 
business written and sold individually 
by agents through education and sales- 
manship is about the only kind of in- 
surance which can be depended upon to 
stick reasonably well. 

The western and southern companies 
—those organized, say, since the Arm- 
strong investigation,—have been on the 





whole a marvel of life insurance & 
velopment and these companies have 
not only stimulated the older companie; 
to greater activity but have themselye, 
often through the cultivation of smalle 
policies in the rural districts and smalle 
cities and towns, made a great and djs. 
tinct contribution to life insurance dy. 
ing the past quarter century. Most oj 
them have been organized as stock com. 
panies and surplus of from two to foy; 
or five times the amount of the capital 
has been paid in to enable the com. 
panies to buy business and build agency 
organization. Most of them will no 
doubt remain as permanent institutions 
but it cannot be denied that some x 
least will have to take a new look a 
their business both from the standpoint 
of home office and agency expense, as 
well as that of investment of their 
funds. Commissions have been an 
still are in many cases too liberal ang 
some home office salaries have been oyt 
of proportion to the amount of business 
done and the size of the company. 
When we look at such western com- 
panies as the Northwestern Mutual and 
the Equitable Life of Iowa, not to men. 
tion many other good examples, and 
study their growth we must realize that 
economy and good business manage. 
ment are essential in the development of 
a life insurance plant. Brilliance of 
management without the necessary econ- 
omy is not enough to pull a company 
through. In the investment department 
some companies have shown the effects 
of agency and field management as too 
much out of proportion to good sound 
investment management. It is one thing 
to use a company’s contributed surplus 
for the building of a company’s field 
forces and quite another matter to 
treat the financial control of a company 
in any other light than as the admin- 
istration of a trust fund. Up to a cer- 
tain point, it is the prerogative of a 
company’s management to spend the 
surplus in the way it sees best for the 
building of the organization but there 
can be no question about the attitude 
that must be preserved in the handling 
of reserve funds. Fortunately, most of 
the companies have regarded reserves 
and assets purely as trust funds which 
must be segregated and carefully 
guarded for the sacred maturity of the 
policy contract. We are now going 
through 2 period when the soundness 
of management is being tested. THE 
NATIONAL UNDERWRITER has full conf- 
dence that most of the western and 
southern companies will meet this test 
fully and completely. 


Companies Fight Nebraska 
Double Taxation Proposal 


(CONTINUED FROM PAGE 2) 


a credit, a bookkeeping item, handled 
much as would be done by a bank. This 
was directly challenged by Mr. Peter- 
son, who declared that a dividend 1S 
not by any stretch of the imagination 
a profit. It is merely part of the pre- 
mium the company doesn’t collect, under 
an agreement with the policyholder by 
which the latter is charged an outside 
figure and then gets back what exper 
ence has enabled the company to save. 
It is not an earning, but a return o 
savings made. Mr. Peterson insist 

that there was no claim of an exemip- 
tion, but that a proper construction 
would be mean gross premiums retained: 


Don C. Lewis Is Endorsed 


Don C. Lewis, who was commissionef 
in South Dakota from 1927-1929, 1s ¢m 
dorsed for that office by the South Da- 
kota Life Underwriters Association. 


The Fremont Mutual Agency Compan? 
of Columbus, O., has been incorporate 
to handle accident insurance under 4 
contract with the Fremont Mutual 7 
of Columbus. Incorporators are H. 
Brennan, a director of the Fremont Mu; 
tual Life, R. W. Price, E. S. Gareau a? 
J. J. Ogrin. 
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National Life & Accident 
Answers Charge of Reece 





The National Life & Accident of 
Tennessee has published advertisements 
in Tennessee newspapers in answer to 
the charge of Commissione Reece that 
“It is equally a felony for one of the 
big domestic imsurance companies to 
contribute $15,000 and to promise $10,- 
00 more to an outrageous political cam- 
paign * * * against the commissioner 
in an effort to help destroy the proper 
functioning of this department.” 

The advertisement states that two 
New York accountants went to the Na- 
tional Life & Accident with authority 
from Commissioner Reece to make a 
thorough investigation to determine 
whether that company had made any 
political contribution. A copy of the 
report of the examination made by Ma- 
guire, Undeusch & Maguire is carried 
in the advertisement. Among the state- 
ments is: “This examination disclosed 
no expenditure made by the company 
for any political campaign nor any in- 
dication of the company having been 
permitted through its offices or direc- 
tors to make any political contribution.” 


R. F. C. Life Company Loans 
in October Total $1,209,000 


WASHINGTON, Dec. 1.—Loans to- 
taling $1,209,000 were made to insur- 
ance companies in October, according to 
the monthly report filed by the Recon- 
struction Finance Corporation with the 
clerk of the house of representatives and 
made public Monday. 

The loans made during the month, 
the report disclosed, included the fol- 
lowing: Illinois Life, Chicago, $200,000; 
National Life, U. S. A., Chicago, $225,- 
000; Farmers Union Mutual Life, Des 
Moines, $10,000; Michigan Life, De- 
troit, $50,000; North Carolina Mutual 
Life, Durham, N. C., $39,000; Columbian 
Mutual, Memphis, Tenn., $380,000; 
Southland Life, Dallas, Tex., $300,000. 

Listed among the August loans later 
withdrawn or canceled was one of $21,- 
187 of the Columbia Life, Cincinnati. 





Bradstreet to Succeed Fraser 


De Emmett Bradshaw, general coun- 
sel for the Woodmen of the World, was 
slated for election as sovereign com- 
mander at a special meeting in Omaha 
this week to succeed W. A. Fraser, de- 
ceased. Col. T. E. Patterson, who has 
been in charge of W. O. W. affairs for 
a year because of Mr. Fraser’s illness, 
and who was mentioned as his possible 
Successor, has announced his support of 
Mr. Bradshaw, as “has Senator Morris 
Sheppard of Texas, treasurer. Mr. 
Bradshaw has been prominent in the af- 
fairs of the society for a number of 
years, and was closely associated with 
Mr. Fraser in all of its activities. 


No “Steno” for Linton 


M. A. Linton. president of the Provi- 
dent Mutual Life, is one of the com- 
pany executives that delights in using 
a dictating machine. Mr. Linton has 
entirely broken away from dictating di- 
rect to a stenographer but has his trusty 
dictaphone close at hand and uses it 
when he has any leisure moments to 
get off his stuff. There are a number 
of executives now in whose offices one 
can see a dictating machine. Some use 
the machine at least part of the time 
but a great many use it entirely. 


Hamlin New York Speaker 


Clay Hamlin, Mutual Benefit Life 
Reneral agent at Buffalo, drew a 
packed house Mondav night in the “de- 
Pression busting” selling course of the 
J. C. McNamara agency of the Guar- 
dian Life in New York. Mr. Hamlin 
said the agent who blames his lack of 
Production on present business condi- 
tions should ask himself if his former 








methods were sound. He gave a sales 
demonstration which brought out the 
specific points in his sales strategy, il- 
lustrating his contention that high pres- 
sure selling is not necessary if the right 
methods are used to make the prospect 
aware of his needs. 

The McNamara agency held an 
agency breakfast Thursday in prepara- 
tion for its one-day sales drive Friday. 
Speakers were Dr. C. B. Piper, former 
medical director of the company and 
now medical director Connecticut Mu- 
tual Life; Mr. McNamara, and leading 
producers of the agency. 


Philadelphia Actuaries Meet 


The Actuaries Club of Philadelphia 
held its last meeting at the offices of the 
Fidelity Mutual Life. The program had 
been arranged by W. L. Crawford, actu- 
ary of the Girard Life. John Milne, 
actuary of the Presbyterian Ministers 
Fund, gave a theoretical discussion of 
the best way to reduce policyholders 
dividends because of losses in invest- 
ments where a three factor method of 
distribution had been previously used. 
W. E. Creery, assistant insurance super- 
visor of the Provident Mutual, led a dis- 
cussion upon the restrictions which 
should be imposed for insurance on mar- 
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ried women, while A. F. Schwartz of 
the Penn Mutual discussed the practices 
of companies in regard to lost policies. 
Informal discussions of these topics fol- 
lowed after the more formal presenta- 
tion had been made. 


Canadian Conservationists Elect 
Frank W. White, assistant secretary 
Canada Life, was reelected president of 
the Life Insurance Conservation Asso- 
ciation of Canada at the annual meeting 
at Toronto. The other officers were 
also reelected as follows: First vice- 
president, R. B. Wallace, secretary con- 
servation division Manufacturers Life; 
second vice-president, R. J. Wood, as- 
sistant superintendent of agencies Im- 
perial Life; secretary, W. R. Dodd, su- 
pervisor of conservation Empire Life. 


Surveys Indiana Farm Field 


W. F. Collins, Indianapolis general 
agent for the Connecticut Mutual, has 
completed a survey as to farm conditions 
in Indiana, with particular reference to 
mortgages held by his company. His 
survey shows only about 11 or 12 per- 
cent of the Indiana farmers have ad- 
mitted failure and offered their lands in 
payment. The remaining are either de- 
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linquent in varying but small degree, or 
have paid on time. In many districts in 
Indiana where farmers were in financial 
straits, their successful neighbors have 
aided in showing those less fortunate 
how to reduce waste and how to operate 
their lands on a paying basis. Accord- 
ing to Mr. Collins, these helpers have 
been successful to a marked degree. 


Superior Life Started 

Articles of incorporation have been 
filed with the secretary of state at St. 
Paul for the Superior Life of Minnesota, 
to write life, health and accident. In- 
corporators and directors inclue A, E. 
Eske, Rochester; W. T. Noren, A. E. 
Johnson, W. E. Johnson and C. G. Rast, 
Minneapolis, and M. N. Schoenberg, St. 
Paul. 





Insurance Writers Guests 


Insurance newspaper men of New 
York and Newark were the guests of 
the Mutual Benefit Life Monday at 
luncheon, after which they conferred in- 
formally with President Hardin and 
other officials of the company. 
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HOME LIFE OF NEW YORK 


Vv 
OHIO 


URING the remaining weeks 
Der 1932 and the early part 
of 1933 the Home Life will con- 
sider establishing several new 

eneral agencies in Ohio. 

Expanding the agency organi- 
zation which now exists in Ohio 
and in furtherance of our pro~ 
gram of sound agency develop~ 
ment. particular attention will 
be given to those numerous fine 
Ohio cities which lie between 
the metropolitan centers or in 
themselves comprise substantial 


The method of establishing 2 
gencies in these cities, which we 
believe to be a practical one, is 


the General 
the gradual 





THE BUCKEYE STATE 


based on a modest beginning, 
grounded in a substantial per- 
sonal production on the part of 


nt, followed 
dition of hig 


grade producers. We believe this 
method meets the financial neces- 
sities of the situation and is the 
soundest possible procedure in 
meeting current conditions. 

Along these lines, and as men 
who meet the requirements are 
available, the Home Life pro- 
gram goes forward. 

I~ 


O° Cai 


Superintendent of Agencies 


—_——— 


HOME LIFE INSURANCE CO, 


CITY HALL PARK —NEW YORK 


Ethelbert Ide Low 
Chairman of the Beard 


James A. Fulton 
President 


Matters Address: 
. Fulton, Jr. 
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Small Amount Is Involved 


WE have heard so much about compa- 
nies getting loans from the REcoNnstTRUC- 
TION FINANCE CorporATION, especially fol- 
lowing the unfortunate remark of Presi- 
dent Hoover in his Des Moines address to 
the effect that this government enterprise 
saved 70,000,000 policyholders, that the 
statement of President PArKInson of the 
Eguitas_e of New York to the effect that 
of the companies securing such help only 
-1 percent of all their assets are involved 


puts all this talk in its proper perspective. 
President Hoover innocently in his effort 
to emphasize the assistance the govern- 
ment gave to deserving business enter- 
prises, caused unnecessary solicitude among 
policyholders. Suppose there is a reflec- 
tion on a company for securing such a 
loan, which there should not be, the amount 
involved is small in comparison with its 
total assets. The number of companies 
getting this financial help is few. 


Keeping Down the Requirements 


Nor in many years has the responsibility 
on state insurance commissioners been 
so heavy or far reaching. The problems 
presenting themselves are delicate and 
intricate. The question of investments 
alone is the major one and to be fair 
to all interests demands most intelligent 
and far seeing consideration. While 
commissioners naturally want to protect 
the companies themselves and their or- 
ganizations, the primary object is the 
proper safeguarding of policyholders. A 
just decision as to the valuation of se- 
curities in a way that will present a 
true picture, demands their earnest con- 
sideration. The scales are nicely bal- 
anced. It would be an easy manner to 
do an injustice. 

In connection with these parlous 
days company officials naturally have 
their problems of a momentous nature. 
They are harassed on every side. They 
need all the encouragement that can be 
given. It requires the utmost of one’s 
ability, knowledge and foresight to keep 
the craft headed straight. 

It seems to us, therefore, that the 
commissioners should lighten the bur- 
den as much as possible. They can do 
this by not making unnecessary require- 
ments for this kind of information or 


that which really has no great bearing 
on solvency. After all, the commis- 
sioners are concerned primarily with 
company solvency. Their great duty is 
to see that solvency is maintained. The 
insurance business is one involving in- 
numerable minutiae. It is impossible to 
get away from the multitudinous de- 
tail. After all, the business,—life, fire, 
casualty, marine—deserves great credit 
for keeping its mechanics in such ex- 
cellent shape. Thus far there has not 
been much slipping of the cogs. The 
machine has moved along remarkably 
well. 

In some cases there are supervising 
officials who demand more and more 
information, some of it largely extrane- 
ous. Commissioners often feel that it 
is incumbent on them to delve into the 
internals of company management and 
to see to it that certain practices and 
rules are observed. They can force on 
the companies much extra expense in 
making unnecessary requirements. This 
is not time to place additional burdens 
on companies in the way of requiring 
extra information. In cutting down the 


requirements, the commissioners can do 
something to reduce the expense ratio. 
which is a big factor. 


——— 
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PERSONAL SIDE OF BUSINESS 












Commissioner Theodore Thulemeyer 
of Wyoming will be married in Iowa 
and continue on to the commissioners’ 
convention with his bride. 


T. E. Tonguay, supervisor in the F. 
T. Freeman agency of the Lincoln Na- 
tional Life at Detroit, was fatally in- 
jured when a car in which he was riding 
struck a safety island. Mr. Tonguay 
died soon after the accident. 


Arthur F. Hall, president of the Lin- 
coln National Life, was again chairman 
of the drive to secure funds for the Fed- 
erated Relief Agencies in Fort Wayne, 
Ind. There was a 100 percent response 
by employes of the company. 


Nelson B. Hadley, chief of the life 
insurance bureau of the New York de- 
partment, is bereaved by the death of 
his mother. He attended the funeral, 
which was held in Coldwater, Mich. 


W. A. Law, president of the Penn 
Mutual, is in charge of the Philadelphia 
campaign which will begin Jan. 3, to 
induce Philadelphia citizens to modern- 
ize, renovate and repair their property. 
The drive is sponsored by various or- 
ganizations, trade associations and con- 
struction industries. 


J. Graham Hopkins, special air corps 
representative of the Lincoln National 
Life at Philadelphia, suffered a broken 
hip recently in a severe automobile ac- 
cident. Mr. Hopkins will be confined 
because of his injury for more than three 
months. 

Morris Pike, vice-president and actu- 
ary of the Union Labor Life of Wash- 
ington, D. C., has had an all-round 
training in insurance technique. He be- 
came associated with the examining 
force of the life branch of the New 
York department under N. B. Hadley. 
He was then transferred to the casualty 
and later the fire branch. Before as- 
suming his present position, he was 
actuary of the Judea, now the Eastern 
Life of New York. Mr. Pike necessarily 
has to delve into the underwriting and 
handling of group insurance as $48,000,- 
000 of the Union Labor Life’s $55,000,- 
000 business is group. It is seeking 
more and more to secure individual pol- 
icies. 


Probably one of ‘the youngest attend- 
ants at the coming meeting of the Life 
Presidents Association will be C. E. 
Becker, president Great American Life 
of San Antonio, who with Mrs. Becker 
will attend his first meeting of this 
group. Mr. Becker, who recently cele- 
brated his 36th birthday, is building up 
an excellent cxguniention in Texas. 


Clinton P. Anderson, well known in- 
surance man of Albuquerque, N. M., is 
president of Rotary International this 
year. He was born in South Dakota 
and was educated in Dakota Wesleyan 
University and the University of Mich- 
igan. He became managing editor of 
the Albuquerque “Morning Journal” and 
in 1923 became connected with the New 
Mexico Loan and Mortgage Company. 
He represents a number of fire and 
casualty companies and is also general 
agent of the Occidental Life. 


Hillsman Taylor, former president 
Missouri State Life, and now a resident 
of Memphis, Tenn., has entered into a 
law partnership with F. M. Gilliland 
and J. R. Gilliland in Memphis as Gilli- 
land, Taylor & Gilliland. Offices are 
in the Sterick building. 


Charles W. Domback, special agent 
in Des Moines for the Missouri State 
Life, recently celebrated his 80th birth- 
day. Friends claim two records for Mr. 
Domback—that he is the oldest active 





underwriter in the city, and that his 59 








— 


years as a Mason qualify him as deay 
of the Masonic membership in Iowa, 


Re. FT <. Deas, who retired early 
this year as president of the Centra] 
Life of Iowa, has been nominated for 
the presidency of the Des Moines cham. 
ber of commerce. The nomination j; 
equivalent to election. 

Frederic B. Shipp, vice-president 
Standard Life of Pittsburgh, died at the 
age of 64 after an emergency operation, 
He became ill at a session of the com- 
mittee of the general council of the 
Presbyterian church of which he was 
chairman. He was born in England and 
was a graduate of the Ridgetown Col- 
legiate Institute of Ontario, Can. He 
had been active in Y. M. C. A. work 
for many years. He was vice-president 
of the Presbyterian Banner Publishing 
Company. 


K. H. Mathus, editor of publications 


for the Connecticut Mutuz! (fe, is ir 
the Hartford hospita' ft - fre 
broken leg. The ac~ , 

while he was on his » “2 
Insurance Sales Res ireau to 
take part in a con’ -onnection 
with Financial Inu.per \Veek for 


1933. 


W. T. O’Connor, w > had been with 
the Prudential for 32 ‘ears, died sud- 
denly last week at his home in Newark. 
He joined the Prudential in 1900 as a 
junior clerk. In 1906 he was transferred 
to the advertising department, and in 
1925 was promoted to assistant editor of 
publications. 


F, J. Seibel of the Truman H. Cum- 
mings general agency of the Northwest- 
ern National in Detroit recently com- 
pleted his sixth year of consecutive 
monthly production of $25,000 or more. 


Walter Whitburn, superintendent at 
Lincoln, Neb., for the Prudential, was 
the guest of honor at a dinner in recog- 
nition of the completion of his 20th 
year with the company. Superintendent 
E. S. Maurer of Omaha presented Mr. 
Whitburn with a diamond locket and a 
certificate of membership in the Pru- 
dential Old Guard. 


Albert R. Gary, ‘chief of the juvenile 
department of the Woodmen of the 
World, died at an Omaha hospital, fol- 
lowing a fracture of the skull received 
in an automobile accident, in which Mrs. 
Gary was instantly | killed. 


Tribute was paid ¢ to the leadership of 
President Harry L. Seay of the South- 
land Life, Dallas, Tex., by more than 
200 officers, employes and Dallas agents 
at a party tendered by officers on the 
eve of his 60th birthday anniversary. 
The affair was a surprise to Mr. Seay. 

First Vice-President Clarence E. Linz, 
his closest associate for 20 years, as well 
as his chief officer in the Southland Life, 
sketched Mr. Seay’s career with the 
Southland Life as its president. Other 
tributes were paid by P. N. Thevenet, 
vice-president and secretary; Paul V. 
Montgomery, vice-president and actu- 
ary; Harry Seay, Jr., Col. W. E. Talbot, 
responding for the employes, and A. C. 
Bayless, general agent for the company 
at Houston. Mr. Bayless flew to Dallas 
to attend the party and to present to 
President Seay 60 applications written 
by him and his agency in Mr. Seay’s 
honor. 


Miss Elizabeth C. Stevens, office man- 
ager of the Sales Research Bureau, was 
honored by her associates on the occa- 
sion of the tenth anniversary of her 
service with the bureau. A staff meet- 
ing was called and Miss Stevens foun 
on her return that her room was filled 
with flowers. She was presented with 
a congratulatory resolution signed by 
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Stepping 
Toward 1933 
with Confidence 


Increased profits to policyholders. 


The fruits of a sound investment 
policy, a careful selection of risks 
and consistent economy in control- 
ling expenses, are shown in the pres- 
ent strong financial position of The 
Great-West Life. 


As a result of these facts the Direc- 
tors and Management of the Com- 
pany view the future with confi- 
dence and feel justified in announc- 
ing a substantial increase in the 
dividend scale to policyholders com- 
mencing January, 1933. 


With the multiplying needs for in- 
surance, its benefits and its safety, 
fixed more firmly than ever in the 
public mind, the Company is pre- 
pared for increased activities and 
bigger business in the coming year. 


tu: GREAT-WEST LIFE 


ASSURANCE COMPANY 


Winnipeg — Canada 
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during the 
year 1931. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


ONE MADISON AVE., NEW YORK, N.Y. 








FREDERICK H. ECKER, PRESIDENT 
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MEN WANTED 


General Agents—Other Agents 


A conservative expansion program starting 
in January, 1933, by an old, sound, non-par- 
ticipating middle western life insurance com- 
pany will create openings for 5 general agents 
and other agents in the middle west. Here 
is a real opportunity for men who can qualify. 


Our contracts are liberal, our policies modern. 
Agents will receive careful Home Office su- 
pervision and training. 


Write in confidence and give full details in 
first letter. 


Address W-96, The National Underwriter, 
Chicago. 





























60th ANNIVERSARY 


1872 »« 1932 











Founded 60 years ago this 
month. Still furnishing depend- 
able insurance protection with 
select policies that meet the re- 
quirements of the most discrimi- 
nating buyers. 


If a permanent connection in 
Ohio or New York interests you, 
write today. 


JOHN M. HULL 


FRANK F. EHLEN 
President i 


Director of Agencies 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
Buffalo, N. Y. 




















452 Delaware Avenue 

















members of the staff. Miss Stevens 
graduated from Smith College in 1921. 
She joined the bureau when it was a 
part of the Carnegie Institute of Tech- 
nology in Pittsburgh. 


M. L. Dudley, 80, pioneer Iowa insur- 
ance man, died at his home in Des 
Moines Nov. 26. Death resulted from 
injuries suffered in a fall Nov. 16 while 
walking to the office. Mr. Dudley 





— 


started his insurance career in Map. ff 


ton, Ia., in 1882. In 1890 he went to 
Des Moines as general agent of the 
New York Life and in 1899 was trans. 
ferred to the Chicago office of tha 
company. In 1904 he returned to Des 
Moines to open a general insurance oj. 
fice. He was associated with the Ehjjs 
& McKinney Co. at the time of his 
death, having sold his agency to the 
Ellis & Holland agency, predecessors 
of Ellis & McKinney Co. 








LIFE AGENCY CHANGES 





Adds 27 Managers This Year 


Northwestern National Life Increases Its 
Force Substantially, President O. J. 
Arnold Announces 








The Northwestern National Life has 
opened a greater number of general 
agencies and branch offices during 1932 
than in any previous year, according to 
President O. J. Arnold. 

“Since the spring of this year we have 
been actively establishing new agencies 
and have put the company in position to 
move ahead along a much broader front 
than heretofore as general business con- 
ditions improve. This has been done 
without withdrawing any support from 
old agencies,” Mr. Arnold states. 

Following is a list of those who have 
begun with the Northwestern National 
as general agents or managers during 
1932: 

R. J. Albachten, forming the Albach- 
ten-Strudell Agency, St. Louis; G. F. 
Bachman, Wichita; W. A. Bachman, 
Oklahoma City; John G. Brinkley, 
Tulsa; H. F. Coonrod, Warrensburg, 
Mo.; W. L. Coonrod, Butler, Mo.; 
Cramsie, Laadt Co., Chicago; R. B. 
Daniel, Hutchinson, Kan.; Roy Hall, 
Carbondale, Ill.; M. N. Hatcher, Los 
Angeles; T. J. Henderson, Grand Rap- 
ids; E. M. Hess, Gary; Col. James W. 
F. Hughes, Topeka; H. J. Kralovec, 
Chicago; Ira A. McBride, Springfield, 
Mo.; C. E. Pease, Chicago; J. E. Polka, 
Chicago; A. W. Shell & Company,.Cin- 
cinnati; C. J. Shetzley, Highland Park, 
Ill.; W. N. Stafford, Chicago; L. E. 
Swank, Waukegan, Ill.; A. G. Swanson, 
Chicago; J. T. Traylor, Indianapolis; S. 
F. Ukele, Kansas City; G. A. Withers, 
Clay Center, Kan.; Ben Wood, Boise, 
and E. W. Zinn, Seattle. 





Carl S. Dow 


Carl S. Dow, who has represented 
the Northwestern Mutual Life in Wash- 
ington, D. C., for eight years, has been 
appointed general agent there for the 
Pacific Mutual Life, succeeding Russell 
Shelk. Mr. Dow was formerly in the 
insurance department of the United 
States Chamber of Commerce. He is 
president of the District of Columbia 
chapter of Chartered Life Underwriters 
and a member of the board of the Life 
Underwriters Association of the District 
of Columbia. He conducts courses at 
George Washington University in life 
insurance. Mr. Shelk will be associated 
with Mr. Dow in the Pacific Mutual 
agency. 





W. M. Liscom 


W. M. Liscom, supervisor of the Car- 
ter Butler general agency of the Bank- 
ers Life of Nebraska in Chicago for two 
years and connected with the office 
there altogether six years, has been ap- 
pointed general agent at Cleveland 
where the company is opening a new 
office, Jan. 1. It never heretofore has 
been represented in Cleveland. 


J. R. Claxon 


J. R. Claxon of Chicago has been ap- 
oe Indianapolis manager for the 
etropolitan Life. He was with the 
company for 17 years at Muncie, Ind., 
being promoted to sales supervisor of 
the middle west territory early this year. 
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Andrews Named at Denver 


Union Central Makes Appointment t 
Fill Vacancy Caused by Death 
of Hodnette 








J. O. Andrews has been appointed 
manager of the Denver agency of the 
Union Central Life, suceeding the late 





J. 0. ANDREWS 


M. G. Hodnette with whom he was as- 
sociated in the agency for 19 years. 

The Denver agency is the largest 
Union Central office in point of area, in- 
cluding Wyoming, western Nebraska, 
Montana and Colorado. Its average 
production has been more than $3,000,- 
000 a year for ten years. The individual 
paid-for production average of the 16 
members of the staff has exceeded 
$214,000 a year since 1921. 

Mr. Andrews joined the company as 
an agent at Greeley, Col., in 1913, being 
attached to the Denver office under the 
management of Mr. Hodnette. Later he 
moved to Denver and became assistant 
manager. 





Wendell Barrett 


Wendell Barrett has been appointed 
assistant manager of the Prudential or- 
dinary department for Indiana. C. 
Maetschke is manager for Indiana. Mr. 
Barrett has been with the Connecticut 
Mutual in Indianapolis for 11 years. 





E. W. McIntire 


The northern California general agen 
cies of the Columbian Nationa! Life 
have been consolidated under E. W. 
McIntire, who has heretofore been get- 
eral agent at Oakland. His headquarters 
will now be at San Francisco. H. A. 
Swanson, who has been San Francisco 
general agent, will now be associate 
general agent. Offices have been opened 
in the Hunter-Dulin building. 





Harry M. Truesdell 


Harry M. Truesdell has resigned 4 
agency manager for the National Life, 
. S. A. in Grand Rapids, Mich. He 
has held that position for six years. fT 
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viously for seven years he represented 
the Michigan Mutual Life, which was 
reinsured by the National Life, U. S. A. 
He is a past president of the Grand 
Rapids Life Underwriters Association. 
He has not announced his future plans. 





Life Agency Notes 


The Milwaukee office of the Lincoln 
National Life has been moved from the 
Plankinton Building to the Bankers 
Building. J. P. Carroll, superintendent 





of agencies from the home office, will 
be in Milwaukee for several weeks aid- 
ing in the transfer. From Milwaukee 
he will make an agency trip through 
Wisconsin. 


H,. R. Sanborn, formerly state manager 
in Oregon for the Peoria Life, has joined 
the Northwestern Mutual Life in Port- 
land, Ore. 

The Western & Southern Life branch 
at 1346 Broadway, Detroit, has been dis- 
continued. The personnel of the branch 
was absorbed by the four other branches 
in the Detroit metropolitan district. 








———— 
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NEWS OF THE COMPANIES 





Celebrates 23rd Anniversary 





Great Southern Life of Houston Has 
Made Notable Progress Since 
Organization in 1909 





The Great Southern Life of Houston, 
Tex. celebrated its 23rd anniversary 
Nov. 1, having reached an enviable po- 
sition in the life insurance world. 

The company, organized with $1,000,- 
000 capital and surplus, has made re- 
markable progress. In its first state- 
ment Dec. 31, 1909, it showed $1,270,000 
business in force. The company at that 
time offered four contracts—whole life, 
limited payment, endowment and 
monthly income. This, of course, was 
a very complete kit of policies in those 
days. At the end of its first full year 
the company showed $5,500,000 business 
in force, admitted assets $1,057,016, sur- 
plus to policyholders $958,000 and capi- 
tal $500,000. The latest available figures 
show business in force $251,410,000, as- 
sets $41,000,000; surplus to policyhold- 
ers $4,796,000 and capital $3,000,000. 

From purely a Texas company the 
Great Southern ha¢ now developed 10 
other states. Branch offices are main- 
tained in seven states, with 1,200 agents. 

President E. P. Greenwood maintains 
his offices in Dallas while the others of 
the executive family are quartered in 
Houston. L. S. Adams is vice-president 
and treasurer; Frank W. Griffin, vice- 
president and agency manager; J. C. 
Cameron, vice-president and actuary; 
Dr. J. E. Daniel, medical director. 





Progress in Promotion 


Progress is reported in the promotion 
of the Union National Life of Chicago 
in which the most important factor is 
E. C. Steffens of Oak Park, Ill, who 
was former president of the State Life 
of Illinois. Mr. Steffens is fiscal agent 
for the corporators. The program is to 
sell 4,000 shares of $25 par value for 
$40 per share. The company was incor- 
porated about three years ago, but the 
capital was not subscribed in the two 
years required by law and reincorpora- 
tion had to be effected. 

In addition to Mr. Steffens the cor- 
Porators are W. S. Burkam, former 
agent for the State Life at Decatur, III; 
Jed Gard of Marshall, Ill., county judge; 
George Kelting of Springfield, account- 
ant; E. B. Brooks, newspaper editor 
and former congressman, Milton, IIl.; 
suy L. Smith, attorney and former 
state senator, Pana, Ill.; C. L. Koehn 
of Springfield, treasurer of Sangamon 
county; B. F. Anderson of Golconda, 
county judge; Dr. G. P. Pond, Oak 
Park, and John Coleman of Mt. Carmel, 
former president of the Municipal 
League of Illinois. 





Quits Eastern States 


_ The Pacific Mutual Life is withdraw- 
ing from Connecticut and Rhode Island, 
as well as New York. In those states 
the Pacific Mutual has been writing only 
accident and health and it desires to 
operate only where it may sell all of its 
lines, including life, accident and health. 





onne Colambian National Life of New 
a has filed a dissolution of charter 
the secretary of state. 





Kentucky Home Issues Cleared 





Actuary Burton Van Dyke Answers 
Questions About Status of Inter- 
Southern Policyholders 





THE NATIONAL UNDERWRITER has re- 
ceived inquiries as to the status of Inter- 
Southern policyholders whose contracts 
have been transferred to the newly or- 
ganized Kentucky Home Life. These 
inquiries were submitted to Actuary 





Burton Van Dyke of the Kentucky 


Home Life, who responds as follows: Aug. 8, 1932, the proportion of waiver 
“The Kentucky Home agrees to pay| and income benefits paid will depend 
death claims in full whenever incurred, | on the changing ratio of the total out- 
notwithstanding the lien, and to provide | standing liens to the net equities in the 
for such payment out of its own sur-| business reinsured. At the beginning of 
plus if the surplus funds of the Inter-| each calendar year, the ratio will be 
Southern business are insufficient, sub-| determined for the year. Changes will 
ject to repayment out of Inter-Southern | not be retroactive. At the pronouns Cane, 
assets. this means that 40 percent of pm Ao 
“Matured endowments will be paid | premium benefits and of all _ i ay 
subject to deduction of the lien but the | mcome benefits will be allowed in eve 


i i i iti ; t disability. When 
j ll receive additional pay- | of total and permanen 
a ae are reduced. 4 the lien has been finally retired, the full 


“Granting of cash loans will be de- disability benefits provided in the pomey 
ferred for three years after the date of will be continued in accordance with its 
the reinsurance agreement but loans terms. : : ; ; 
(less lien and interest) to pay premiums - oe Se ee } ad . 
wel be es Cams OS pene ag By be 30, 1932. Any indebted- 

Survendess Azo Betersed ness on the policy is deducted from the 

“The payment of cash surrender val-| mean reserve before the lien Is calcu- 
ues will be deferred for three years] lated. The lien is not increased by rea- 
after the date of the agreement. There-| son of future premiums paid. This lien 
after, cash surrender values will be sub-| will be reduced by all profits from earn- 
ject to reduction of lien and interest. ings on Inter-Southern business ane 

“All paid-up policies (full or partial) | enhancement of Inter-Southern assets. 
are subject to the lien. Death benefits| The Kentucky Home Life does not 
are not reduced by lien indebtedness. share in any profits from Inter-Southern 

“When policy indebtedness, including | business or assets until the liens are 
lien and interest, equals or exceeds the | eliminated or until the end of 20 years 
reserve, paid up insurance is void. Re-| from the effective date of the contnes. 
duction in liens will, of course, extend The Kentucky Home has just my 
the life of the paid up policy. licensed in Florida and has named M. 

“On disability claims approved after | M. Parish of Gainesville, a former gen- 
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Not Better Times— 
Better Service 


D vrinc the past six months of 
slower business The Franklin has 
concentrated upon sales training 
and procedure, a quickening of 
agency service, and the creation of 
closer contact between policyholder- 
agent-company. 


We are not waiting for better times 
—we are banking on better meth- 
ods. 


The Franklin is interested in obtain- 
ing agents who relish active pursuit 
of success. 


The Franklin 
Life Insurance 
Company 


Springfield, Illinois 





























Geared Selling 


- Fidelity gears its direct mail lead 
service to an exceedingly profitable 
“Income for Life” appeal. The pre- 


Send for booklet 
“The Company Back of the 
Contract” 


mium value for each dollar invested 
by its agents last year in this serv- 
ice was $54.60. Applications writ- 
ten on leads from the service are 
36% higher than the company av- 
erage of all paid policies. 


Users Profit Accordingly 


“Income for Life,” Low Rate Life, Family Income, Disability, 
Accidental Death Benefits and a full line of annuity forms are 
included in the Fidelity kit—backed by more than half a century 
of fair dealing. 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 








eral agent of the Inter-Southern, as gen- 
eral agent. It was already entered in 
Kentucky, Indiana, Ohio, Tennessee and 
Nebraska. Mr. Van Dyke says these 
six States are all the company plans to 
enter at present. Arkansas had been 
considered, but was passed up. L. M. 
McKnight of Cleveland has been ap- 
pointed general agent there. 


Security Life Reinsurance 
Completed; Terms Amended 


The Central Life of Illinois is now in 
possession of the business of the Se- 
curity Life of Chicago. The files of the 
Security Life have been transferred to 
the Central Life and certain Security 
po employes are now with the Central 

ife. 

Actual delivery of Security Life was 
held up pending amendment of the or- 
der for reinsurance of the Security Life 
business by Federal Judge Lindley. The 
order has been amended to provide that 
on Security Life business rewritten in 
the Central Life, the Central Life pay 
$2.25 per year per thousand over the 
renewal period but for not more than 
seven years. Those payments would be 
made to the receiver for the Security 
Life or the trustees of that company 
and would be available as part of the 
distribution at some later date to reduce 
the liens on the Security Life policies. 

On Security Life business which is 
not rewritten in the Central Life, the 
net profits on that business go to the 
policyholders of the Security to be dis- 
tributed later to reduce the liens on 
Security Life policies. The Central Life 
is given an expense allowance of not 
more than $3 per thousand on Security 
Life business which is not rewritten. 


National Benefit Mess 


The handling of the defunct National 
Benefit Life, the Washington, D. C., 
Negro company has brought up some 
nasty conditions and complicated prob- 
lems. Its assets, when’ analyzed, are 
found to have shrunk to a low point. 
The company was manhandled and 
looted. Vulture receivers and their at- 
torneys in the south sought further to 
grab a portion of what was left. Fack- 
ler & Breiby, the New York City actu- 
arial firm, were called in to make an 
audit and reduce the benefit on each 
policy owing to depleted reserves. They 
discovered a horrible mess because of 
incomplete records. In spite of the re- 
ceivership, the policyholders are per- 
sisting remarkably well. All premiums 
subsequent to the receivership are kept 
in a separate account. Much delay was 
caused at the start by various people 
who thought they could restore the 
company. 

Indianapolis Life Record 

The Indianapolis Life began business 
Nov. 20, 1905, and on Dec. 31 of that 
year had $325,000 of insurance in force. 
As the anniversary this year fell on 
Sunday, anniversary day was set for 
Monday, Nov. 21, and the agency force 
was asked to produce in that one day 
new business to the amount in force on 
Dec. 31, 1905. After all the returns are 
in for this anniversary day it is found 
a total of $345,933 of new business was 
produced, $20,933 over the goal set and 
one of the biggest single days in the 
history of the company. On one or two 
occasions more than this amount has 
been produced in a single day in “Manly 
Month,” celebrated each year in honor 
of President Frank P. Manly. 


Fidelity Mutual Observance 


The entire field force of the Fidelity 
Mutual of Philadelphia on Dec. 2 will 
observe “Fidelity Day,” for on that day 
54 years ago the company was founded. 
F. H. Sykes, vice-president and man- 
ager of agencies, states the company 
this year deliberately has avoided the 
type of sales pressure associated with 
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company is calling on its field force tp 
plan a day of “ideal underwriting pe. 
formance, thoughtful and intelligent pro. 
specting, certain and effective tine 
control, adequate and persistent calls 
organized and memorized sales presep. 
tation.” The objective is to secure 
least one application per man. 


Record Day for Missouri State 


Missouri State Life agents on Noy, 9 
wrote $1,054,970 of new ordinary anj 
$1,315,000 in group and a large volume 
of accident and health as a_ personal 
tribute to President William T. Nardin 
in celebration of the 40th anniversary 
of the company’s founding. . 

The day was the greatest the com. 
pany has had since May 19, 1930, and 
is all the more remarkable since it was 
put over without any preliminary prep. 
aration and came immediately behind 
the closing of a special six weeks’ cam- 
paign for new business. The St. Louis 
agency headed by Ed Burke led in life 
production with a total of $250,000 for 
the day. 

During the special six weeks’ election 
contest the Missouri State Life recorded 
a 100 percent increase over the same 
period in 1931. 


More Spread for Home Friendly 


President C. H. Taylor of the Home 
Friendly of Baltimore is gradually get- 
ting the company on more evenly bal- 
anced rations and he has done a fine 
piece of work in rebuilding during the 
last two years. When he came into 
command he found 75 percent or more 
of the business accident and health. He 
has whittled it down to 50 percent and 
is stressing industrial life. The agents 
have hit a very good stride in produc- 
tion. 

When Mr. Taylor became president 
almost all the company’s business was 
in Baltimore. He has gotten a wider 
diversification until 50 percent comes 
from immediate home territory. He has 
imbued all in his organization with the 
necessity of hard work. 


In New Home Office 


The Commercial of Springfield, Ill, 
which had offices in the Myers building, 
is now located in its own building at 
716 East Capitol avenue. The new home 
office was formerly a residence and has 
been remodeled. 





Company Notes 








The Detroit Life has withdrawn from 
Illinois. 

The Colorado Life and its affiliates, 
Gibraltar Life & Accident and the State 
Reserve Mutual, have moved their home 
offices from the Patterson building in 
Denver to the Continental Oil building. 





Pennsylvania Doctor Is 
Confusing the Actuaries 








Dr. W. M. Guilford of Lebanon, Pa. 
has joined the select ranks of those who 
have confused life insurance actuaries. 
He became 100 years old on Nov. 26. 
Four years ago he matured an ordinary 
life policy in the Mutual Life of New 
York, receiving the cash at age 96, the 
theoretical limit of life. He started 1- 
suring in the Mutual 65 years ago, first 
taking a ten-pay which became paid uP 
in 1878, and his last ordinary life policy 
was taken in 1885. 

The doctor in later years elected to 
have much of his insurance paid 
under option 1, providing an income for 
himself and leaving the principal sum 
to selected beneficiaries. He writes: 
“During the 63 years I have been 4 
member of your company the retura 
has been far in excess of my expect? 
tions. There is no doubt about it, life 
insurance is the best possible investment 
for any man, either if he lives or if he 
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——— Houston, has been appointed manager 
of the life department of 


IN THE SOUTH AND SOUTHWEST 





McLaughlin’s Hat in Ring 





Texas Manager of Franklin Life Is 
Active Candidate for Insurance 
Commissioner 





Guy MacLaughlin, manager at Hous- 
ton for the Franklin Life of Illinois, has 
thrown his hat in the ring for the post 
of insurance commissioner in Texas. 
Mr. MacLaughlin has been active in 
the affairs of the National Association 
of Life Underwriters and has many 
frends in the business throughout the 
country. The Houston Association of 
Life Underwriters has adopted a resolu- 
tion endorsing Mr. MacLaughlin’s can- 
didacy. The Texas Association of Life 
Underwriters a few weeks ago adopted 
a resolution memorializing Mrs. Fergu- 
son, the governor-elect, to appoint as 
chairman of the board of insurance 
commissioners of Texas a man quali- 
fed as a life underwriter. Mr. Mac- 
Laughlin’s banner, therefore, reads: “An 
Insurance Man for an Insurance Job.” 


Would Extend Qualification Law 


TULSA, OKLA., Dec. 1—At the 
request of the Life Underwriters Asso- 
tion of Tulsa, the draft of an agents 
qualification law prepared by the Okla- 
homa Association of Insurors has been 
revamped so as to include all agents, 
life as well as fire and casualty. Life 
insurance has been perhaps more af- 
fected by the part-time agent than have 
other lines. R. W. Branch, secretary 
of the Tulsa Fire & Casualty Associa- 
tion, has been asked to speak on this 
matter before the Tulsa life under- 
writers. 








Trinity Life Now Writing 


The Trinity Life of Fort Worth is 
now actively writing business, with 
gratifying results. In the last 60 days 
about $2,000,000 in business has been 
received from 32 producing agents. 

President A. Morgan Duke has ap- 
pointed Lloyd Key and Johnson Ashby 
as traveling representatives. Mr. Key, 
formerly manager at Dallas for the Life 
of Virginia, is devoting his time to west 
Texas, where he is developing a fine 
volume of business. Mr. Ashby is now 
developing the San Antonio and south 
Texas territory. He recently left the 
National Standard as Dallas manager. 


“Deer Dinner” to Be Deerless 


OKLAHOMA CITY, Dec. 1.—For 
the first time in many years Oklahoma 
agents of the Kansas City Life will have 
to eat turkey at the annual “deer din- 
ner” given by L. C. Mersfelder, state 
manager. Mr. Mersfelder, who is an ex- 
pert shot, has made it a practice about 
this time of the year to go into the 
mountains of New Mexico and kill a 
deer for this occasion. Owing to busi- 
hess matters, this was impossible this 
year and the 1932 dinner announced for 
Dec. 17 will be “deerless.” 


Game Dinner for Dr. McCloud 


Dr. C. N. McCloud, vice-president 
and medical director of the Minnesota 
Mutual Life, was honored with a wild 
game dinner at the home of D. O. 
Johnson of San Antonio, agency man- 
ager ior southwest Texas. The guests 
were R. C. Lowe, manager of southern 
agencies; L. L. Rose, general agent, 
Austin, Tex.; local examiners, members 
of the agency and office stafts. 
Venison, wild turkey and wild duck, 
killed by Mr. Johnson, were served. 


Lucado Wins Production Honors 


T. J. Lucado, Oklahoma City man- 


ager of the Texas Prudential, ranked 
second on the company’s honor roll for 


October. Five other members of his 
agency also appear in the list, giving 
the unit six out of the first ten produc- 
ers with the company. 





Neveau Joins Republic Life 


George Neveau has been appointed 
agency director for the Republic Life 
of Dallas. He went to Texas two years 
ago as a clothing designer but saw a 
bright future in life insurance and be- 
came affiliated with C. C. Slaughter of 
the Southern Old Line Life, later be- 
coming agency director of that com- 
pany. 


Hoskins Made General Agent 


L. W. Hoskins, who has been one of 
the leading producers for the S. D. 
Hughston agency of the Old Line Life 
of Milwaukee at Brownsville, Tex., has 
been appointed general agent with head- 
quarters at Harlingen, Tex. 








Roberts to San Antonio 


O. B. Roberts, who has been with the 
Kansas City Life at Shreveport and 





Richey & 
Casey, San Antonio general agents of 
the Kansas City Life. He is a son-in- 
law of George Pruitt, Louisiana man- 
ager of that company. 





H. A. Dale, supervisor of the Texas 
agencies of the Great Republic Life, who 
had offices in Dallas, now has his office 
with the Arthur agency at 811 Travis 
Building, San Antonio. 





| CHICAGO NEWS 








CONSIDER INSTITUTE PLANS 


The Life Trust Round Table, com- 
posed of Chicago underwriters and 
trust officers of nine co-operating banks, 
met to consider plans for the 1933 life 
trust institute and seminar. The banks 
represented are: Boulevard’ Bridge 
Bank, Chicago Title & Trust, City Na- 
tional Bank & Trust Co., First Union 
Trust & Savings, Harris Trust & Sav- 
ings, Mercantile Trust & Savings, Oak 
Park Trust & Savings, State Bank & 
Trust Company, and Northern Trust. 
J. R. Hastie, president Chicago Asso- 
ciation of Life Underwriters, presided. 
R. L. Davis, C. L. U., appointed the 
round table sub-committee, composed of 





P. Pullen, Chicago Title & Trust; 
H. Forbes, City National; R. J. 
Darby, State Bank & Trust; H. C. Pile, 
Oak Park Trust; Miss Sara Frances 
Jones, Equitable Life of New York; D. 
M. Phipps, Continental Assurance; H. 
W. Menold, New York Life, and Walt 
Tower, managing director, Chicago as- 
sociation. The sub-committee was dele- 
gated to formulate plans for the fifth 
life trust institute, the first. session of 
which will be held the latter part of 
January. The seminar, open only to 
graduates of the institute, will be held 
about the middle of January. 
* * 
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LEGISLATIVE COMMITTEE MEETS 


The legislative committee of the Chi- 
cago Association of Life Underwriters 
met Thursday with Chairman N. . 
Bokum presiding, to discuss bills to be 
presented at the next session of the 
Illinois legislature starting in January. 
It is no secret that the association again 
this year will seek an anti-rebate and 
anti-twisting bill with teeth in it. 

Ee 

TRAVELERS TRAINS BROKERS 

The Travelers’ Chicago branch Nov. 
28 started a series of six meetings end- 
ing Dec. 14 as.a part of a national cam- 
paign to educate brokers to the advan- 
tages of selling life insurance. It is a 
“short course,” inculcating important 
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[N a humble cottage a fugitive lay on a pallet, heartbroken and 


discouraged. 
and trying to swing itself from one beam to another. 


Idly he watched a spider hanging from its web 


Six times 


the spider tried and failed. “If it tries again and succeeds,” said 


the fugitive to himself, “I, too, will make another attempt.” 


On 


its seventh attempt the spider was successful. 

This fugitive was the beloved hero of the Scots, Robert Bruce. 
Taking heart from the spider's success, Bruce returned to his 
native country, and fighting like a man inspired, won victory after 
victory, finally gaining Scotland's independence by crushing the 





English in the great battle of Bannockburn. 

The flaming spirit of this hero has been immortalized by 
the poet Robert Burns who ascribes to Bruce these ring- 
ing words: 
“Scots, wha hae wi’ Wallace bled—Scot's wham Bruce has 
aften led—Welcome to your gory bed, Or to victorie!” 


ROYAL UNION 
LIFE INSURANCE 


COMPANY 


A. C. TUCKER 





Chairman of the Board 


DES MOINES, IOWA 


J. J. SHAMBAUGH 
President 
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America the Magnificent! 


We are told that 30,000,000 of our people 
must be fed, clothed, warmed, this Winter. 
Everywhere at this moment appeals are being 
made to the heart of the nation, and from the 
‘House of Have are going to the House of Want 
those things which children, women, men must 
have if they would live. 


Other nations call us money-mad, a nation 
of shopkeepers, materialists. We know how 
false is this estimate by those in other lands 
who are too far from our lives, our work, our 
ideals to know the Soul of our country. For 
now again, when want and suffering among our 
people, beyond all previous measure and spread, 
darkly shadows the land, millions are eagerly 
stretching out filled hands to the multitude 
who, faultless and proudly brave in the disaster, 
must be shared with. No one, our people de- 
clare, shall or need go hungry or cold anywhere 
within the boundaries of American territory. 
Nowhere is this national nobility more sublime- 
ly exemplified than in America the’Magnificent. 


He is my brother who hath need, 
No matter what his race or creed. 


The Penn Mutual Life Insurance Company- 




















ompensation 





Wuy is the institution of life insur- 
ance successfully riding the waves of na- 
tional financial distress? The answer is 


not good luck, vast profits, or tricky * 


manipulations. . . It is so obvious, 
axiomatic, and simple, that the average 
mind, through its tendency to search for 
obscure causes, overlooks it. 


Life insurance survives because its cor- 
ner-stone is scientific conservatism. 
Quick profits, speculation, guess-work, 
grasping at the merely expedient have 
no place in its methods. Life insurance 
knows that, at the bottom of the wine of 
prosperity, are the dregs of depression. 

- - In times of plenty, it entrenches 
itself against attacks of panic. It 
survives the worst because it cherishes 
the best. 


Life insurance, neither pessimist nor 
optimist, is cold, calculating science, rec- 
ognizing human frailty and nullifying its 
evils. 


A mMERICAN CENTRAL Lire 





INSURANCE COMPANY 
INDIANAPOLIS, IND. 








facts, fundamentals and effective sales 
methods. According to the announce- 
ment by E. B. Dudley, Chicago man- 
ager, made at a special meeting in the 
Chicago Board auditorium, this was the 
first attempt in the United States by 
any company to handle such a life in- 
surance educational course for general 





afternoons in the auditorium. Speed, 
are taboo. Three salaried Travelers np, 
are in charge. B. H. Groves, direc, 
of training in Chicago, and Franks 
Toops, assistant manager in Chicag 
conduct the sessions, and Reid Harts; 
assistant superintendent of agency fief 
service at the home office, ives a sup, 








brokers. The meetings are being held| mary. Each meeting is a complete uy 
for one hour Monday and Wednesday! devoted to some aspect of the businey 
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Thorough Prospecting Urged 


Cluff Tells Kansas City Agents to Dig 
Deeper and Get Better 
Results 





KANSAS CITY, MO., Dec. 1— 
Walter Cluff, educational director Kan- 
sas City Life, drew an analogy between 
mining and life insurance prospectors in 
a talk to the Kansas City Life Under- 
writers Association here yesterday. 
“Great mines, like great results,” he 
said, “come after intelligent prospecting 
and lots of hard work.” Many agents 
take a good deal of time looking for big 
prospects or for surface pickings, which 
some one points out to them, instead of 
digging deep and getting the gold out 
of the prospecting mine. 

As a good example of who are pros- 
pects today for life insurance, Mr. Cluff 
pointed out, those who contribute to 
the charity drives. He said the best 
place to start looking for prospects is 
among friends and acquaintances and 
that an agent should sell the persons in 
his immediate circle. He urged the 
agents to become leaders in the organi- 
zations to which they belong in order 
to make prospecting contacts. 
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C. C. Thompson Greeted by 
Large Turnout in Pittsburgh 





More than 250 members of the Pitts- 
burgh Life Underwriters Association 
turned out for a dinner which was ad- 
dressed by Charles C. Thompson, presi- 
dent of the National Association of Life 
Underwriters. Mr. Thompson delivered 
his attack against twisters and he praised 
life insurance as the exemplification of 
democratic form of government. 

Holgar J. Johnson, general agent at 
Pittsburgh for the Penn Mutual, de- 
clared that aggressive effort will always 
be necessary to sell life insurance. When 
better times arrive, the investor, who 
now promises himself always to pursue 
a conservative course will lose his cau- 
tion and the life agent will have to pre- 
sent his case vigorously in competition 
with more sensational investments. 

Jay M. Holmes, president of the Pitts- 
burgh association, spoke optimistically. 

. M. Duff, president of the Edward 
A. Woods Company, and W. M. Furey, 
general agent in Pittsburgh for the 
Berkshire Life, and national executive 
committeeman, were introduced. 
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Des Moines—Jesse A. Todd, president 
of the Oklahoma association, will ad- 
dress the Des Moines association Satur- 
day noon. Mr. Todd is general agent 
in Oklahoma City for the Central Life 
of Iowa. 

* * * 

Colorado—W. R. Spinney, western su- 
pervisor Franklin Life, spoke on “Dirt 
Roads and Concrete Highways,” mean- 
ing disorganized or organized sales 
presentations, at a breakfast of the 
Colorado association, in Denver, last 
week. M. E. Bernet, advertising manager 
Mountain States Telephone Company, 
spoke on “If I Were a Life Insurance 
Man.” 

* * * 

Akron, 0.—The November meeting of 
the Akron association was marked by 
an address by Dr. Wm. Lloyd Davis, pro- 
fessor of economics and sociology at 
Akron University. After a brief resume 
of existing financial and social condi- 
tions, he mentioned factors, favorable 
and unfavorable, to the life underwriter. 

The speaker closed by congratulating 





life underwriters on the success of thei 
group educational work, leading to th 
establishment of life underwriting as, 
profession with educational standard 
a code of ethics, and recognition of ity 
social aspects as evidenced by the re. 
quirement of a license issued by society 
for the practice of the profession. 
*x* * * 

Portland, Ore.—Hugh S. Bell, genera 
agent Equitable Life of Iowa in Seattk 
and a past president of the Seattle asso. 
ciation, addressed the Portland associa. 
tion at its regular monthly luncheon. 

The Portland association will hold 4 
one-day sales congress Jan. 9. It is ex. 
pected that there will be some 500 repre. 
sentatives from all parts of Oregon ané 
Washington in attendance. On the pro- 
gram will be C. C. Thompson, president 


National association, and Rabbi Berko-& 


witz, inspirational speaker. Both aé- 
dresses will be broadcast over station 


Kew. 


SS. 2.8 
Peoria, 1ll.—H. J. Cummings, vice-pres- 
ident and superintendent of agencies of 
the Minnesota Mutual Life, will address 
the Peoria association Dec. 2. The man- 
agers and general agents division of the 


association plans to meet with Merle — 


Thorpe, editor of “Nation’s Business,” 
Dec. 6, preceding a meeting of the Peoria 
Association of Commerce, which will be 
addressed by Mr. Thorpe. John R. 
Hastie, president of the Chicago associa- 
tion, will be the principal speaker at 
the Dec. 16 meeting, which has been 
designated ladies’ night. Music and en- 
tertainment will follow the business 
meeting. 

The office of the Peoria association has 
been moved back to the old location at 
1001-4 Jefferson building. 

eS 2 ¢ 

Indianapolis—C. C. Thompson of Seat- 
tle, president of the National associa- 
tion, will address the Indianapolis As- 
sociation, Dec. 10 on “Completing the 
Program.” Because of Mr. Thompson's 
connection with the Metropolitan Life, a 
special invitation will be extended to 
local industrial men to attend the meet- 
ing and it is expected that a large gath- 
ering will greet the national president 

x *x * 

San Francisco—The San Francisco as- 
sociation will vote on new officers Dec. 8 
when all underwriters of the city are 
expected to attend a Christmas party 


with dancing and entertainment fea- 
tures. 

*x* * * 
Central Massachusetts — Kenneth B. 


Miller of the Life Insurance Sales Re- 
search Bureau, Hartford, gave an illus- 
trated talk on problems of the business 
before the Central Massachusetts Asso- 
ciation in Worcester. President Ray- 
mond Russell presided. 


*x* * * 

Seattle, Wash.—Designed to interest 
women in insurance, a program of par- 
ticular appeal to housewives and office 
workers will be put on Dec. 15 by the 
Seattle association. 

* * * 

Kansas City, Mo.—A meeting of repre- 
sentatives of the Kansas City and St. 
Louis associations and the Missouri Fed- 
eration of Women’s Clubs will be held 
here Dec. 3 to complete plans for an 
essay contest to be sponsored by the 
federation. 

x * * 

Birmingham, Ala.—Insurance has kept 
abreast of the time and plays an im- 
portant part in the lives of everyone, 
James J. Parks, 80-year-old vice-pres!- 
dent of the Missouri State Life, told the 
Birmingham association at its November 
meeting. “I can remember when in- 
surance policies had no loan value and 
had many clauses that would invalidate 
them,” he said. “If premiums were not 
paid before they were due in former 
times the policy would be automatically 
cancelled. If a man engaged in a duel, 
traveled the ocean or moved below the 
Mason and Dixon line, many of the old 
companies would immediately cancel his 
policy. There were no annuities, dis- 
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And Now— 


Monthly Premiums! 


|, profiting by 
the exceptional money-making opportuni- 
ties of our Golden Rule Contract, now 
may place Monthly Premium Policies, as 
well as those on the Annual, Semi-annual 
or Quarterly basis. 


A Monthly Premium Depositing Plan 
is certain to be popular in times like these. 


Columbus Mutual Life 
Columbus, Ohio 
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Time Tests 
All Things 


Even the most modern policies and insurance prac- 
tices must grow from the bedrock of seasoned ex- 
perience. Every Yeomen officer and director has 
served with the company 20 years or more. Every 
Yeomen principle has been tested by the gauge of 
time and sound judgment. 
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A.H.HOFFMAN, PRESIDENT 


MUTUAL LIFE )INSURANCE CO. 
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Home office: Des Moines, Iowa 


$141,000,000.00 insurance in force 


“IN YEOMEN THERE IS STRENGTH” 
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THE 


ANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street, 


New York City 


Founded 1850 


Lire ENDOWMENT 


Dovuste INDEMNITY DISABILITY 


Moprriep Lire Prererrep Risk 


Thomas E. Lovejoy, President 


RETIREMENT INCOME 


SaLary SAVINGS 
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Stewardship 


T= Murtvat Benerir is justly proud of its 
record of stewardship, for funds entrusted to 
its care have been conserved and wisely in- 
creased. Neither war, nor plague nor panic has 
prevented the performance of its contracts. And 
in that constancy there is confidence that mem- 
bers of the Company will continue to find safety 
in Mutual Benefit protection. New policies being 
issued daily are contractual obligations and will 
further demonstrate the unchanging character 
of Mutual Benefit security . .. the first law of 
a life insurance company is security. 


The MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
Newark, New Jersey 
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TOP-NOTCHERS 


Bankers Life Salesmen Who Have Achieved Success 
Through Consecutive Qualification in Our 
6 Highest Honor Organization 


J. C. REASONER 


HUMBOLDT, IOWA 


PRESIDENT'S PREMIER CLUB 
1927-1928-1929-193 | 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 


Des Moines, lowa 
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EVERY agent dreams 
of writing the 


BIG ONES! 


Another of the 7 Points in Southland’s new Selling Program 
is a definite plan for reaching the buyer of big policies. 
Advance information on the prospect is half the battle. 
Southland agents are provided with real selling ammunition 
when they work on a big one. For more information, write 

Clarence E. Linz, 1st Vice President, of 

Col. Wm. E. Talbot, Agency Manager. 


Southland Life 


Insurance Company 


HARRY L. SEAY, President 
HOME OFFICE .. . . . DALLAS, TEXAS sy 
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ability clauses or endowment policies 50 
years ago,” Mr. Parks said. 

Twisting and rebating will be dis- 
cussed at the next meeting. 

x * * 

Baton Rouge, La.—The Baton Rouge 
association has elected George L. Roddy, 
Mutual Life of New York, president; 
A. B. Abernathy, Life & Casualty, vice- 
president; O’Neil Barret, Life of Vir- 
ginia, secretary; L. A. Hersberg, Equita- 
ble, treasurer. They, with H. J. Julian, 
T. L. Barrow, E. L. Way, E. S. Hale and 
E. L. Jordan, compose the executive com- 
mittee. 

x x * 

Boston—C. C. Thompson, president Na- 
tional association, in his first visit to 
Boston, declared that if 200 billions of 
life insurance had been written in this 
country last year instead of 100 billions, 
there would not have been a depression. 
In that event the companies would have 
distributed six billions of dollars among 
the people instead of three billions. He 
made a vigorous attack on twisting. He 
praised the educational work of the com- 
panies and said it should be extended 
beyond the underwriters to the policy- 
holders, so that there would be less 
twisting and consequently less loss to 
policyholders. 

President Thompson was entertained 
at dinner with the Metropolitan Life 
managers as hosts and was also dined 
by the Boston General Agents Associa- 
tion Round Table. 


*x* * * 

Madison, Wis.—William Byrns, presi- 
dent Madison association, has announced 
committee appointments, including a 
newly formed judiciary committee which 
will examine and handle complaints un- 
der ethical problems, includirg rebating, 
twisting and unfair inferences against 
companies’ financial standing. William 
Winterble, manager Bankers Life of Des 
Moines, is chairman of this new com- 
mittee. A dinner meeting will be held 
Dec. 9. 

* * * 

Wisconsin—Formation of a state as- 
sociation is being planned, according to 
M. W. Hess, secretary Madison associa- 
tion. The Madison and Milwaukee as- 
sociations would form the nucleus of 
the state group and an effort would be 
made to affiliate representative life un- 
derwriters in every section of the state. 


Western & Southern Life 


Honors Veteran Employes 


The annual meeting of the Legion 
Chapter No. 1, of the Western & South- 
ern Life in Cincinnati was followed by 
a banquet attended by 957 agency repre- 
sentatives and their wives from Toledo, 
Fostoria, Columbus, Marion, Springfield, 
Chillicothe, Piqua, Lima, Dayton, Mid- 
dletown, Hamilton, Norwood, Newport, 
Covington and Cincinnati. President 
Charles F. Williams was the chief 
speaker. 

He announced that in memory of W. 
J. Williams, its founder, the company 
each year will give special recognition 
to certain employes by reason of long 
and continued service. Those selected 
this year were Isidore Baer, Joseph 
McDonald and J. F. Walther. Each of 
them holds one of the company’s free 
policies providing for payment of $1,000 
at death. Realizing that the benefits 
from these policies might be of far more 
value to them at present because of eco- 
nomic conditions, the company decided 
to anticipate the maturity of these poli- 
cies and President Williams therefore 
handed each of them a check for $1,000. 
He also presented to W. H. Lyons, 
Norwood, O., a gold watch in commem- 
oration of 25 years’ service. 

Other home office executives in at- 
tendance were R. A. Ryan and J. F. 
Ruehlmann, vice-presidents; E. E. Run- 
nells, auditor; J. D. McCracken, direc- 
tor; C. M. Biscay, advertising manager; 
J. Doyle, manager of publications; 
Lauren Schram and A. O. Payton, su- 
perintendents of agencies, and L. 
Morgan, manager personnel department. 
S. H. Smith, superintendent of agencies, 
was toastmaster. . 


G. J. Presiey, 
Francisco Chamber of Commerce, 
dressed the San Francisco 
Agents & Managers 


general manager San 
ad- 
General 
Association this 
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MANAGERS’ 
ASSOCIATIONS 


Schuppel Portland Specks 


Oregon Mutual Life Executive Discuss, 
Real Job of General Agent or 
Manager 











PORTLAND, ORE., Dec. 1.—At th 
Life Managers Association’s monthly 
meeting, W. C. Schuppel, executiy. 
vice-president Oregon Mutual Life 
spoke on “The Real Job of the Gener 
Agent or Manager.” 

He brought out these ten points in th 
development of a producing agency, de. 
claring that it is the general agent's job 
to develop man power to the end tha 
business be produced and retained at, 
satisfactory cost: (1) Selection of men; 
(2) selling them the business properly: 
(3) fundamentals; (4) supervision of 
men—especially sales habits; (5) ip. 
structing the agent on how to prospect: 
(6) how and what to say—see mor 
people; (7) inaugurate a time control 
use guidance in reason; (8) coach the 
men and endeavor to find their weak 
spots; (9) have the men look for new 
worlds to conquer; (10) be a leader 
yourself—engender enthusiasm. 

Ben H. Hazen of the Benjamin Frank. 
lin Savings & Loan Association, recently 
appointed Oregon representative of 
Federal Home Loan Bank, spoke on 
“The Effect of the Home Loan Bank 
on Life Insurance.” L. F. Larson, gen- 
eral agent Northwestern Mutual Life, 
was chairman. 


Sun Life Trial Dec. 12 


MONTREAL, Dec. 1.—The trial of 
James J. Harpell in the criminal libel 
suit instituted by T. B. Macaulay, presi- 
dent Sun Life of Canada, has been set 
for Dec. 12. Meanwhile, on application of 
the defendant, the court has appointed 
a special commission to secure evidence 
in Chicago from the receivers of the 
Insull companies. This evidence is 
wanted by the defense in support of its 
plea of justification, the Insull affairs 
having been linked with business trans- 
actions of Mr. Macaulay and the Sun 
Life in certain statements published by 
Mr. Harpell. This evidence is to be se 
cured by Dec. 1. 


Display at Farm Exposition 

“What life insurance can do for the 
farmer’s land, family, future and self” 
will be the main theme of the Lincoln 
National Life’s exhibit at the American 
Farm Bureau Federation Exposition of 
Agricultural Progress at the Sherman 
Hotel in Chicago Dec. 5-7. Graphic 
demonstration in chart form of the way 
in which life insurance can help solve 
the farmer’s problems is a feature of 
the display. , 

Another part of the display is a mit- 
iature of Lincoln’s farm at Hodgenville, 
Ky. An exact replica of Lincoln’s cabin 
is placed in earth directly from Hodgen- 
ville, and photographs of the farm as tt 
is today, a plat of the farm and other 
items of interest are included. 


Your Life Insurance Agency has_ bee? 
incorporated at Columbus, O., by N. E. 
Fagen, R. K. Montgomery and C. RB. 
Younger to handle a new contract put 
out by the Income Indemnity of Boston 
to take the place of the old permanent and 
total disability contracts. Mr. Younger is 4 
son of Judge C. S. Younger, president 
American Insurance Union and former 
Ohio insurance superintendent. 


CLAY W. HAMLIN | 
“DEFINITIZER” SYSTEM 














& 


= 














December 2, 1932 








ber 2, i9y 


Looking Forward 





















































© Discuss, 153 years ago this na- 
ent or ' 
tion was created. Dark 
1.—At th rere > 
: month were the clouds that 
executi 
tual Life hung over the new re- 
he Genergj , 7 : 
— public. Even the im- 
nts in the 
gency, de. , < 
meats a mortal Washington 
> end that ¥ ; 
ained ata felt the sting of 
m Of men; 
vision slanderous parti- 
; (5) in ‘ ‘ 
Prospect; sanship. Yet the 
“see more 
contro|~ ; ra 
coach the nation’s found- 
1eir weak ™ 
: for new ers built stead- 
a leader 
in Frank ily for future 
, recen oq: 
ative s! stability. 
spoke on 
an Bank 
son, gen- 
ual Life, mss 
2 
_ trial of 
inal libel 
LY, presi- BP My “Ctttsiisitetester,,.. .  ncsesstesesees 
been set 
cation of 
ppointed For the fu- 
— ture! That is 
ence is a key-word in 
toe COMMON- 
° oe WEALTH serv- 
the Sun . ° . 
shed by ice to its agents; 
> be se to endow them 
with every pos- 
ion sible attribute to 
r di permanent growth. 
d self” That is why so 
Lincoln many COMMON- 
Seon WEALTH field men 
heres will reach the age of 
—— retirement with a com- 
) ~~ fortable income from 
as renewal commissions 
a _ built by their own efforts 
aa and the constant help of 
oten. the home office. COM- 
rr MONWEALLTH cordial co- 





operation is more than a 
mere name; it is the verbal 
expression of the ambi- 
tions of a growing com- 
pany of progressive 
underwriters. 








| 


fa) § COMMONWEALTH 
a) LIFE INSURANCE CO 
By LOUISVILLE, KY. 














LIFE INSURANCE 





EDITION 19 

















NEW YORK NEWS 

















LICENSES FOR ANNUITY SALESMEN 


Superintendent Van Schaick of New 
York has issued a ruling that persons 
soliciting annuities for life companies 
must be licensed under section 91 of the 
insurance law. Section 91 provides that 
life companies shall not pay commis- 
sions to any person for services in ob- 
taining new insurance unless that per- 
son has a certificate of authority to act 
as agent. Mr. Van Schaick holds that 
these requirements apply to the procur- 
ing of annuity contracts. 

. 6.9 
PRUDENTIAL GROUP OFFICE MOVES 

The Prudential has moved its New 
York group department office from 84 
William street, to 107 William street. 
bg office is under the supervision of 

Lary, manager of Region A, with 
ath ce 3 in the home office at New- 
ark. 

es © 
HANCEL TAKES IN PARTNER 


M. J. Hancel, New York manager 
of the Continental American Life, has 
formed a partnership with M. J. Lauer, 
business insurance and annuity special- 
ist. The agency will be known as the 
Hancel-Lauer Agency. 

Mr. Hancel’s action was influenced by 
the unexpected volume of business done 
by the New York office since its open- 
ing less than two months ago, as well 
as by his plans for expanding the agency 
by the opening of branch offices in the 
near future. Mr. Lauer and Mr. Han- 
cel have been personal friends as well 
as business acquaintances for many 
years. 

Mr. Lauer served as an officer in the 
navy and at the close of the war en- 
tered the real estate business in New 
York. He later organized the Federal 
Cooperative Finance company, with of- 
fices in Philadelphia, Hartford, Provi- 
dence and Jersey City. Becoming in- 
terested in insurance, he disposed of 
his holdings in the finance company and 
took a complete insurance course at 
New York University. Since entering 
the insurance business he has become 
well known as a specialist in business 
insurance trusts and annuities. 

D. Salinger, formerly with the 
R. G. Englesman agency of the Penn 
Mutual Life, has been appointed super- 
visor of agents. In the short time since 
his appointment Mr. Salinger has or- 
ganized a unit of more than 20 full- 
time men, all of whom have already pro- 
duced at least one case. He is well 
equipped for training new men. He has 
taken Parts I and II of the C. L. U. 
examinations and expects to take Part 
III next June. Before entering the life 
insurance business he was assistant to 
the president of a large linen manufac- 
turing concern and was in charge of 
sales. He is a graduate of Columbia 
University, class of 1921. 

When Mr. Hancel returned from a 
five-day trip to Bermuda, he was sur- 
prised to learn that a testimonial drive 
had been staged in his absence. A total 
of $174,000 was written while he was 
away, with at least one application from 
each member of the agency. This drive 
brought the company’s total of business 
since its admission to the state Oct. 3 
to $1,000,000. This is believed to be a 
record for 46 working days. More than 
60 agents have been signed, of whom 
21 are full-time men. Four agents have 
already paid for more than $50,000. 

oo 


PLAN ONE-HOUR SALES CONGRESS 


The New York C. L. U. chapter will 
have an innovation in the form of a 
“one-hour sales congress” at its next 
luncheon meeting, Dec. 6. Three mem- 
bers of the chapter will each give 20- 
minute: addresses on practical selling 
ideas. Speakers will be T. M. Riehle, 
Equitable Life of New York; Donald 
Russell, Guardian Life of New York, 
-_ N. M. Way, Northwestern Mutual 

ife. 
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Home Office Building 
We Offer 
1. Policies for all ages, 1 day to 70 years. . 
2. Children’s Policies with Beneficiary Insurance. 
3. Family Income Protection Plan. } 
4. Disability and Double Indemnity. 
5. Surgical and Dismemberment Benefits. 
6. Both Participating and Non-Participating. 
7. Non-Medical—Sub-standard. 
8. Sales Planning and Circularizing Department. 
9. Producers’ Club. 
10. Special Monthly Premium Payment Plan. 








Territory available in 
E teen states West of the Missie. : ffm 
sippi River, Illinois and Florida. 


Write for a copy of “FIELD FEATURES” 
James A. McVoy, President 


Central States Life 
Insurance Company 


HOME OFFICE: SAINT LOUIS 



































Distinctive Creole Cuisine 

Enjoy the world famous Creole 
food that is to be had only in 
old New Orleans. 

Here at The Roosevelt you will 
find Creole food prepared from 
recipes handed down by famed 
chefs from generation to genera- 


tion; and service truly distinctive 
of New Orleans and the South. 


Seymour Weiss, Managing Director 
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“An Agency Minded Company’ 


Because ! / 


All the Officers of Agency Department are former Field 
Men. 


The Medical and Underwriting Departments have practical 
knowledge of Field problems. 


All the Officers and Directors take an active interest, and 
are in sympathy with Field affairs. 


"Your new Agents—where and how to find them." (Just off 
the Berkshire press.) 


''Fund-o-mentals""—Agents’ Training Course. 
Organized Sales talks. 


With these “sales helps" and “co-operation” Berkshire asso- 
ciates are equipped to meet Field problems. 


“ASK ANY BERKSHIRE AGENT" 


Berkshire Life Insurance Company 


Incorporated 1851 


Fred H. Rhodes, President Pittsfield, Massachusetts 




















Claris Adams 
Executive Vice-President 


Clarence L. Ayres 
President 





AGENCY OPPORTUNITIES 
in 
INDIANA 
and ILLINOIS 


OHIO 


Liberal Commissions 


Complete Line of Policies 








AMERICAN LIFE 


INSURANCE COMPANY 
DETROIT, MICHIGAN 
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that line, which I believe is the only 
way that the companies’ agency forces 
can be controlled. 

os ¢ 


Provident Life & Accident: While we 
have made a number of efforts not only 
to discourage loans in a tactful way but 
also toward maintaining policies in 
force on which loans have been ob- 
tained, we do not have at this time a 
definite, well-defined plan for the pur- 
pose. 

We regret, therefore, that we are not 
in a position to give very definite infor- 
mation upon the subject and shall be 
interested in the result of the study 
which you are now making on this sub- 
ject, as it may be the means of offering 
suggestions to us for working out such 
a plan. 

* ¢ ¢ 

The Lafayette Life of Indiana pre- 
sents its plan in detail: 

We are enclosing herewith our agents’ 
instructions and our home office instruc- 
tions as to redating, rewriting, etc., of 
policies. These, together, will give you 
the whole story. We have worked them 
out pretty carefully and have been using 
them now for over two months and 
find it works out very satisfactorily. We 
hope it may be of some benefit to 
others. 


Redating, Rewriting Rules 


1. All computations are to be made 
by the home office. In each instance the 
home office submits the figures for a 
definite kind and amount of insurance. 
If figures are desired for some different 
kind or amount of insurance, the home 
office will be glad to submit them. 

2. These redated or rewritten plans 
will not apply if the attained age of the 
insured is beyond age 60, or if the pres- 
ent policy was issued as reinsured or 
under-average. 

3. No permanent and total disability 
riders, rroviding for a monthly income, 
will be issued on any redated policy, but 
if the former insurance contained a 
waiver of premium benefit, such benefit 
will be considered for the redated policy. 

4. The insured must pay in cash a 
minimum payment at least equivalent to 
a quarter-annual premium on the re- 
dated policy. 

5. The agent effecting a change of 
this sort will be paid such renewal com- 
mission as applies to the premium col- 
lected, that is, whether it is the second, 
third, fourth premium, etc. The com- 
mission will be based on the cash col- 
lected and will be paid to the agent in 
one lump sum at the time the change is 
completed. 

6. In each instance the “require- 
ments” as explained on the proposal 
offered should be followed closely. 


* * * 
Emergency Redating Plan 


The following are the basic rules by 
which old policies may be adjusted for 
new policies during the present period 
of emergency. 

1. Policies lapsed (except five-year 
term with privilege of exchange) before 
two full premiums were paid. These are 
the cases that had no extended insur- 
ance. The new policy for the same 
amount and kind will be dated back as 
many months or years as the premiums 
on the old policy were paid. No back 
payment will be required for the period 
the insurance was not in force, except 
that the insured will need to pay the 
difference in premiums because of any 
change in age. The old policy must be 
lapsed at least six months before this 
redating plan will be considered. On 
cases that fall within the limits of our 
non-medical, the health statement on 
the application will be procured for evi- 
dence of insurability. On other cases 
the same evidence of insurability will 
apply as is required for reinstatement. 
Any medical examination required will 
be at the insured’s expense. 

2. Five-year term, privilege of ex- 
change policies only with two or more 
full premiums paid.. The new. policy 
will be dated back as many years as the 
credit from the term policy will fully 
cover difference in premiums between 
the new and old policies, plus $5. To 
determine credit, subtract the number of 
years the new policy is dated back from 





the number of years premiums we, 
paid on the old policy and use the cregy 
in the table (furnished by actuaria] 4, 
partment) according to said differeng 
No back premium will be requirg 
neither will there be considered any ¢. 
cess credit te apply on current Premiuy 
on the new policy. On cases that fy) 
within the limits of the non-medicy 
the health statement on the applicatiq, 
for change will be procured. On othe 
cases the same evidence of insurability 
will apply as required for reinstatemey; 
The expense for any medical requir 
will be paid by the company. 
: s 8 

3. (a) Policies on extended insurany 
for more than half the face amount » 
the policy, provided such policies hay 
been on extended insurance for mon 
than one year. (b) Policies on extends 
insurance for less than half the fay 
amount of the policy, provided (1) th 
loan is for at least 10 percent of th 
face of the policy and (2) provide 
such policy has been on _  extende 
insurance for more than 90 davs. Th 
new policy will be dated back for suq 
a period of even years as the equity wil 
provide for. Any balance of equity rm. 
maining will be applied on the currey 
premium on the new policy. The equity 
in the old policy will be considered a 
the cash equivalent of the unexpired ex. 
tended insurance, plus unused dividends 
and minus $5. On cases that fall within 
the limits of the non-medical, the healt) 
statement on the application for chang 
will be procured. On other cases th 
same evidence of insurability wil! apply 
as required for reinstatement. The ex. 
pense for any medical required will bk 
paid by the company. 

4. Policies with full loans or other 
indebtedness equivalent to the full cash 
value, providing such loan or indebted- 
ness is equal to at least 10 percent of 
the face amount of the policy. Loans 
under 10 percent had better be paid 
off. Policies with full loans may at any 
time be exchanged for a new policy on 
the same plan for an amount equal to 
the nearest $500 multiple to the net 
amount of risk (face of policy less in- 
debtedness.) The new policy will be 
dated back one year. For ordinary life, 
automatic whole life, 20 payment life, and 
other policies valued on the preliminary 
term basis, it will not be necessary to 
adjust the first year premium. For such 
policies as have a terminal reserve for 
the first year, it will be necessary to 
collect the first year reserve on the basis 
of the new policy. The health state- 
ment on the application for change in 
policy will be procured in all cases that 
fall within the limits of the non-medical. 
On other cases, except endowments, the 
same evidence of insurability will apply 
as required for reinstatement. Endow- 
ment forms will take the same evidence 
of insurability as new insurance. 


Meeting Set for Dec. 5 


The mid-winter meeting of the exect- 
tive committee of the Health & Acct 
dent Underwriters Conference will b¢ 
held at the Hotel La Salle in Chicago 
Dec. 5. The present plans call for 4 
meeting of the executive committee 
the morning and an executive sessiol 
in the afternoon open to representatives 
of all conference companies. These 
meetings for the last two years have 
become virtually mid-year sessions o 
the conference and a very large attend- 
ance is expected at the coming meeting. 
C. W. Ray, Hoosier Casualty, chairman 
of the executive committee, will preside 
both at its meeting and at the general 
session. 


Equitable Policy Discontinued 
The guaranteed investment policy 
to be discontinued by the Equitable of 
New York since there is comparativel* 
small demand for it and a similar tyPe 
of coverage can be secured through 4 
combination of other forms. Appro 
priate uses of the optional modes of 
settlement to a considerable degree have 
fulfilled needs previously taken care of 
through special policies, Vice-president 
W. W. Klingman stated. The guaranteed 
investment form will be issued only 
where application and medical are made 
on or before Dec. 31, and the policies 
will be dated not later than Dec. 30. 
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Whatley to Aetna 
Life Home Office 


(CONTINUED FROM PAGE 1) 


tion there, he was appointed general 
agent at Boston, where his outstanding 
achievement resulted in his appointment 
to the home office, in 1923, as agency 
secretary. He was elected vice presi- 
dent in charge of agencies in 1925. 

Over a period of ten years as head 
of the Aetna Life’s agency organization. 
Mr. Luther has been notably success- 
ful. His administration has brought 
many marked improvements in expan- 
sion, in organization, in sales methods, 
in sales personnel. 

One of his first steps, after going to 
the home office, was the introduction of 
the general agents conference, an annual 
business convention of general agents 
for the personal and open discussion of 
mutual problems and plans. More re- 
cently, Mr. Luther inaugurated regional 
meetings, annual business conventions 
attended only by leading producers. 


Sales Training Program 


Another of Mr. Luther’s first activi- 
ties at the home office was the establish- 
ment of an extensive sales training pro- 
gram for agents. Advertising plans and 
campaigns have always been conducted 
under Mr. Luther’s direct supervision. 
He has been personally active in the 
planning and preparation of conserva- 
tion work, and in putting into operation, 
both at the home office and in the field, 
methods for extending a more intimate 
and complete service to Aetna Life 
policyholders. 

The idea of a general agents’ advisory 
council was conceived and introduced by 
Mr. Luther in 1927. This council, com- 
posed of ten appointed general agents, 
represents the Aetna Life’s field organ- 
ization to discuss with the home office 
problems of major importance to the 
field, and of submitting proposals or 
suggestions. 

Particular emphasis has been laid, 
during Mr. Luther’s administration, on 
the value of a full-time agency organ- 
ization. Mr. Luther’s belief in the effec- 
tiveness of a full-time force comes of 
his successful experience along those 
lines while he was a general agent. 


Whatley’s Record 


Mr. Whatley, who becomes head of 
the Aetna Life’s agency organization, 
was appointed general agent in Chicago 
by Mr. Luther in 1923. He is a native 
of Alabama, and has been in the insur- 
ance business continuously since his 
graduation from the University of 
Alabama in 1907. His early experience 
was in a general insurance and real 
estate office, which he left after two 
years to represent the Massachusetts 
Mutual as agent in Birmingham. In 
1911 he joined the Reliance Life as 
agency organizer in Alabama, and was 
transferred to Seattle in the following 
year as supervisor for the same com- 
pany. From Seattle he went to Pitts- 
burgh, where he had charge of the Re- 
liance Life home office agency from 
1913 to 1923. 

In 1923 Mr. Whatley became associ- 
ated with the Aetna Life in Pittsburgh, 
and was appointed, in November of that 
year, general agent at Chicago. Dur- 
ing his nine years as head of the Chi- 
cago agency, Mr. Whatley has followed 
a program of agency development which 
has made him one of the outstanding 
agency heads in the country. Perhaps 
the highest recognition that can be 
given to any insurance field man was 
accorded Mr. Whatley when he was 
elected president of the National As- 
sociation of Life Underwriters in No- 
vember, 1929. In spite of the responsi- 
bilities ‘which that office carries, Mr. 





Whatley was awarded, for extraordi- 
Nary agency progress in 1930, the presi- 
dent's national trophy, the highest award 
that can come to a general agent of the 


Mr. Whatley’s abilities came in 1931, 
when he was appointed chairman of the 
General Agents Advisory Council. He 
was president of the Pittsburgh As- 
sociation of Life Underwriters in 1923 
and was president of the Chicago Life 
Underwriters Association in 1927. 


Abel Davis Is Permanent 
Receiver for Illinois Life 





(CONTINUED FROM PAGE 1) 


the new board of directors had made no 
application for another Reconstruction 
Corporation loan. If such an applica- 
tion had been made, he said, and a 
feasible plan had been presented for 
carrying on the operations of the com- 
pany, the Reconstruction Corporation 
would have given it due consideration. 
He expressed the opinion that the Ilii- 
nois Life would not be benefited by a 
loan, which might tide it over for 60 or 
90 days, and then leave it in the same 
relative position of being without funds 
to meet new cash demands. 

Counsel for the company was eager 
to get into the record refutation of the 
charges made in the bill, in which 
Ernest J. and J. W. Stevens are now 
intervenors, that agents of the Illinois 
Life were fraudulently abandoned to 
another company. According to coun- 
sel for the company, the present board 
of the Illinois Life decided to eliminate 
agencies to save expense. These new 
directors, according to counsel for the 
company, are serving from a sense of 
public duty and the charge of fraud is 
distressing to them. 


Orders Are Entered 


Before appointing a temporary re- 
ceiver, Judge Wilkerson entered an 
order restraining payment by the IIli- 
nois Life of any money except the ordi- 
nary payroll until further order of the 
court and an order was also entered 
providing that any premiums received 
after Nov. 26 should be put in a sepa- 
rate fund. 

Judge Wilkerson asked what interests 
might be antagonistic to a receivership. 
He said he was interested in this, as 
bearing upon whom he would name as 
receiver. He indicated it might be 
necessary for the receiver to bring pro- 
ceedings. 

The judge inquired whether the hold- 
ings of the Illinois Life in the Stevens 
and La Salle hotels had to be approved 
by the department of trade and com- 
merce. He was told that there was an 
examination of the Illinois Life in 1928 
and another, which had just been com- 
pleted, in addition to the annual reports. 
The judge was informed that most of 
the securities of the Stevens and the 
La Salle hotels were purchased by the 
Illinois Life in 1925 and since that time 
various Stevens and La Salle hotels se- 
curities have been taken in as collateral 
on loans to those properties. 


Fackler & Breiby Report 


The Fackler & Breiby report, which 
was made at the instance of the new 
board of directors and the Reconstruc- 
tion Corporation, was presented to the 
court. This showed that the reserves of 
the Illinois Life were impaired about 
$7,000,000 as of Sept. 30. On that date 
policy and reserve liabilities were $35,- 
153,173, while assets were $28,143,905. 
The hotel holdings were written off com- 
pletely. The court was also handed a 
copy of the Horwath & Horwath report 
on the Stevens and La Salle hotels. This 
report estimated that those hotels would 
benefit materially from receipts next 
year during the world’s fair and that the 
situation for both the hotels and the life 
insurance company might be cleared up 
substantially thereby. 

The judge said that inasmuch as the 
appointment of a receiver had been con- 
tested, it was not necessary for the 
court to make a finding as to the value 
of the assets of the Illinois Life. He 
said that the Horwath & Horwath re- 
port on the hotels had been contro- 


of valuation of assets of the Illinois Life 
was a controversial question, but that 
this did not enter into the case. 
The court said that it may be one of 
the first duties of the receiver to pro- 
ceed against the La Salle and Stevens 
hotels, of which E. J. and J. W. Stevens 
are the chief executive officers. Attor- 
ney Fleming stated it is conceivable 
that E. J. and J. W. Stevens will be on 
the other side of the fence in subsequent 
litigation. Judge Wilkerson asked 
whether the department of trade and 
commerce knew of the loans by officers 
of the Illinois Life to enterprises in 
which those officers were interested. 
There was some discussion before the 
appointment of a receiver as to whether 
the court order should provide that al) 
policies not in default be continued until 
further order of court. Attorney S. A. 
Guthrie suggested that the order pro- 
vide that the receiver be given six 
months to determine whether the poli- 
cies should be kept in force. Attorney 
Roy D. Keehn suggested that the order 
provide that the policies be kept in 
force for 30 days and that the receiver 
not be bound by the payment of pre- 
miums. 
In their intervening bill, E. J. and 
J. W. Stevens assert that the Illinois 
Life received $700,000 from the R. F. C 
on Sept. 20, on condition that all direc- 
tors except R. W. Stevens, who owns 
5,480 shares, resign and be replaced by 
directors nominated by the R. F. C. 
The Illinois Life, according to this 





bill, has ‘still all of the $700,000 
and is now faced with cash demands of 
$800,000, with only $200,000 with which 
to meet them. 

The firm of West & Eckhart are act- 
ing as attorneys for the receiver. 

General Davis left for the east, stat- 
ing that he desired to investigate the 
possibility of reinsuring the Illinois 
Life. 

Fackler & Breiby, actuaries and ac- 
countants of New York City, who were 
making an audit of the Illinois Life, had 
to work intensively day and night to 
get their report finished as they were 
planning on two weeks more. However, 
the directors gave instructions to rush 
it through so it would be in the hands 
of Judge Wilkerson Monday of last 
week. The staff worked on the report 
all day Sunday up to the dead line for 
catching the air mail to Chicago. 

President Raymond W. Stevens on 
Monday sent a letter to the agents of 
the company reviewing the case down 
to that date. He said a later communi- 
cation would be sent them with regard 
to their renewal commissions and that it 
was the earnest desire of the receiver to 
cooperate in every way possible with the 
company ‘s agency representatives in 
preserving the policies now in force. 

Wednesday morning a policyholders’ 
protective committee asked leave to in- 
tervene, but this was denied by Judge 
Wilkerson. The committee did not 





claim to be policyholders, but said they 
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had been asked by policyholders to act. 
The members were Merritt H. DeMent, 
Robert D. Gordon and Ralph N. Bal- 
lou. Judge Wilkerson said he would 
order that they be notified of all mo- 
tions in the case, but he did not want 
a lot of committees formed and adver- 
tising for support. 


REACTION IN NEW YORK 


NEW YORK, Dec. 1.—While the 
faiure of the Illinois Life is deplored by 
life insurance men here, both in the 
home offices and in the field, none of 
them consider it of any significance 
whatever as far as the institution of life 
insurance is concerned. 

Although the company is not entered 
here, most life men have known for 
some time the situation with the Chi- 
cago company and were not surprised at 
the company’s going into receivership. 
They point out that the Illinois Life’s 
failure was directly due to its excess of 
Stevens and La Salle hotel securities, a 





situation that probably has no parallel. 

Some believe stricter insurance laws 
would have prevented the investment of 
such a large proportion of the com- 
pany’s assets in the securities of a sin- 
gle concern. Others believe that laws 
can only go a certain distance, that con- 
servative traditions play a larger part 
than legal restrictions in the case of the 
eastern companies. 

The question has arisen, could such 
a situation have come up under the strict 
New York insurance statutes? The an- 
swer seems to be that it could not, al- 
though less because of actual statutory 
restrictions than because of the New 
York department’s custom of requiring 
companies domiciled in the state to fur- 
nish the department with the minutes of 
every directors meeting and of all sub- 
committee meetings. Thus the depart- 
ment has a chance to keep in close touch 
with what is being contemplated in the 
way of investments and can put forth a 
restraining hand should it be necessary. 
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The incoln National Life Insurance 
fompany, Fort Wayne, Indiana. 


Two Companies Take Action 
to Boost Surrender Charge 


(CONTINUED FROM PAGE 1) 


will be higher and will be graduated for 
longer periods. The charges against the 
American experience 3 percent full level 
premium reserves (less fractions of a 
dollar) per $1,000 of insurance will be 
$16 the second policy year, reducing $2 
each year until the charge is $2 in the 
ninth year, with the full reserve allowed 
in the tenth year and thereafter. Cash 
values will be in even dollars. In mak- 
ing the announcement the company 
States: 

Analyze Depression Results 


“The companies generally are analyz- 
ing and studying the lessons of the pro- 
longed depression in their bearing on 
the equitable functioning of life insur- 
ance under all conditions, and already 
a number of them have announced im- 
portant changes in practice. The prin- 
cipal changes being adopted by some of 
the companies are an increase in the 
contestable and suicide clauses to two 
years, an extension and increase in early 
year surrender charges, and making the 
first year dividend contingent upon the 
nayment of the second year’s premium. 

“Fortunately the National has had 
the protection of the two-year contesta- 
ble and two-year suicide clauses in its 
policies during this pe*iod and no 
change in this respect .» necessary in 
our practice. Also, its first year divi- 
dend has been contingent upon the pay- 
ment of the second year’s premium. 


Help the Twister 


“One of the things particularly stud- 
ied is the influence of the low surrender 
charges in the early years of the policy. 
They appear clearly to have been non- 
mutual and no deterrent to unnecessary 
policy loans and surrenders. They have 
helped the twister. Many withdrawals 
have occurred before the acquisition 
costs had been repaid and the persistent 
policyholders have paid the bill. This 
will be corrected by higher surrender 
charges during the early years and grad- 
uated for longer periods. That seems 
only fair to the persistent policyholders.” 
The announcement also affects paid- 
up and extended insurance values as 
well as cash and loan values. The Na- 
tional’s new surrender charge scale is 
the same as that which has been an- 
nounced by a number of companies in 
recent months. 





Creditor Can Garnishee 


Proceeds in Wisconsin 





MADISON, WIS., Nov. 30.—Appar- 
ently the Wisconsin law concerning the 
exemption of proceeds of life policies 
does not protect such proceeds from 
claims of creditors of the beneficiary. 
Practically all states protect the pro- 
ceeds of life policies from the claims of 
creditors of the assured, but it seems 
that in Wisconsin at least a creditor of 
the beneficiary can garnishee the pro- 
ceeds before they are paid. 

The First Wisconsin National Bank 
of Milwaukee garnisheed the North- 
western Mutual Life on a promissory 
note executed by Mrs. Gertrude Strelitz 
and her husband, the deceased policy- 
holder. The Northwestern Mutual 
answered that there was due and unpaid 
upon the policy the sum of $16,019; that 
it believed that under Wisconsin laws 
the proceeds of the policy are exempt 
from claims of creditors of the husband, 
and that it was not liable as garnishee. 
The principal defendant in the case 
made a like answer. Circuit -Judge 
Gustav G. Gehrz dismissed the bank’s 
action in the case. The supreme court 
reversed the dismissal, pointing out that 
Mrs. Strelitz was indebted to the bank 
and “a priori the amount is subject to 
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garnishment.” Justice Owen filed a dis- 
senting opinion. 
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Economist Analyzes Policy 
from Investment Standpoint 





A valuable analysis of life insurance 
from the investor’s viewpoint was given 
the C. L. U. chapter of Chicago Tues- 
day by H. G. Guthmann, associate pro- 
fessor of finance in Northwestern Uni- 
yersity and a nationally known writer on 
economics and finance. 

The educator frankly discussed the 
darker side of the picture. The rate of 
return is modest as compared with pos- 
sible return from other fields, but this is 
offset by safety due to more conservative 
investment practices of life companies. 

Another possible objection to life in- 
surance is that it is measured by an in- 
flexible unit, the dollar, and in times of 
inflation life insurance therefore has a 
diminishing purchasing power. During 
the current depression, however, he ad- 
mitted, this rule has worked with re- 
verse English. 

He said generally the average investor 
might hedge on his life insurance in- 
vestment by placing a small part of his 
capital in investments fluctuating in 
value with the times, with, of course, 
the constant danger that depression 
would wipe out his investment. 

Favorable investment factors he listed 
as small denominations, methodical and 
regular way to accumulate an estate; 
virtual tax exemption, soundness of in- 
vestment over a long period and strong 
recoverability of savings in case of need. 

Bond usually are sold in $1,000 min- 
imum amount, and other investments as 
a rule run in higher amount than the 
minimum which can be secured in life 
insurance, thus the life policy can be 
most satisfactorily fitted to the indi- 
vidual. 

Insurance has a great advantage over 
most other investments in the matter of 
taxation, he said, due to the fact that no 
tax is required to be paid on the invest- 
ment element of the life premium until 
the policyholder or his beneficiary has 
received back all he paid, this being 
made possible through the combination 
of mortality and investment factors. 
Mr. Guthman showed a chart with a 
high peak indicating the rise and fall of 
the investment market in the last three 





years. It was noticeable that the wide 
diversification of life company portfolios 
resulted in a nearly horizontal curve for 
combined results. 

He said life companies in some in- 
stances have been able to show ad- 
vances in their investment operations at 
a time that banks generally were hav- 
ing considerable difficulties. The con- 
stant inflow of premium is a powerful 








factor in life insurance operations, tend- 
ing to balance the regular outgo, and 
even special outgo, such as unusual pol- 
icy loan demands. 

About half the investments of life 
companies outside of policy loans are in 
bonds, he said. He showed by reports 
of the Reconstruction Finance Corpora- 
tion that insurance generally has been 
weathering the storm nobly, the borrow- 
ing for the most part being by small 
companies. 

Usually 20 to 25 percent of assets of 
life companies are found to be in cash, 
miscellaneous and policy loans, the bal- 
ance being in first mortgages and bonds, 
he said The record on first mortgages 
in life company portfolios has been re- 








Find Men Who Will Listen 








By DEAN CUSHMAN 


“A wise man will make more oppor- 
tunities than he finds.” Watchful wait- 
ing is not an especially good policy for 


a life agent to pursue at this time. The 
wise agent is out now “making hay 
while the sun shines.” And the sun 


surely is shining for life insurance at 
this time. 

For ages the life insurance fraternity 
has been preaching to men _ ultra-con- 


servatism in their personal affairs. Bet- 
ter still, the very adherence to the tra- 
ditions of the institution, that is, the 


practice in the affairs of life insurance 
of these very ideals that were preached 


to individuals, has made for the insti- 
tution a reputation for security and 
permanence, second to no other. It has 


been the continual repetition of certain 
truths that has built this reputation. 

Now is the time for agents to can- 
vass diligently for men who will listen. 
The “sun is shining” for agents because 
men now no longer hope to obtain 
“something for nothing.” They know 
that security depends upon permanency 
and that “getting rich overnight” is not 
permanency or of lasting benefit. No 
agent need be a parrot, but even if he 
were no more than this, he will get 
business if he keeps on repeating his 
talk to enough men. 

Trying to get business is better than 
waiting for it. If he repeats his “sales 
talk” enough he will obtain the reputa- 
tion of a leader. No one is going to 





question how he got the business so 
long as he gets it honestly—and if not 
honestly, he certainly will not last long 
anywhere. 

There is no luck, or special privilege 
or advantage, in this business. Even 
the most well informed and the most 
experienced of agents get stale and un- 
convincing if they stop endeavoring to 
see people in order to “present” a 
“sales talk.” The luck in this business 
is all in the word “pluck,”—“confidence 
and Spirit in the face of difficulty: cour- 
age,” is the definition of the word in 
the dictionary. 

If there be any truth in the assertion 
taken from the press reports of a great 
man’s recent speech that “Any man 
can and will go into the ditches to feed 
his family and himself—but what about 
the dependent mother?” a life agent 
can well ask himself, ‘ ‘Yes, what about 
‘the dependent mother’ who may be- 
come a widow without life insurance 
unless I find this father ‘who can and 
will go into the ditches to feed his 
family and himself.’ Surely if this man 
will do that I should be able to con- 
vince him that a few cents now will 
furnish the dollars later that this ‘de- 
pendent mother’ may need.” 

Find a “sales talk,” try all of them 
until one is obtained that can be used 
enthusiastically and convincingly. But 
finding a “sales talk” is not enough. 


Sales Talk Must Be Used! 

















Guthmann 
This has been largely due to the 


markably good, Professor 
stated. 
fact that life companies have had long 
experience in this field. 

Real estate mortgages have not had 
nearly so good a record. Many con- 
struction loans were highly speculative. 
Professor Guthmann was unable to find 
in New York department reports over 
six companies with anything like a 
typical real estate construction loan. 
Life companies have steered clear of 
these, for one reason, because they in- 
sist on controlling a loan absolutely and 
that they could not do with the gold 
bond mortgages sold to the public gen- 
erally. 

Professor Guthmann gave some in- 
teresting figures on bond defaults. These 
showed for $7,500,000,000 foreign cor- 
poration bonds, 9 percent default; for 
some $10,500,000,000 of industrial bonds 
? percent default; for some $16,500,000,- 
000 of utilities, 5 percent; for $12,000,- 
000,000 of rails, 3% percent, and for 
municipals, 1.8 percent. Life companies 
hold few foreign corporation or indus- 
trial bonds, but instead buy utilities, 
rails and municipals, he said. 

The educator gave an encouraging 
picture of the railways’ condition, stat- 
ing that although their borrowings of 
about $350,000,000 appear to be a very 
large figure, they represent only a little 
over 1 percent of the assets. A period 
of falling prices benefits all industries, 
he said, and the railways are experienc- 
ing the benefits of reduced operating 
costs and tariffs based on more prosper- 
ous conditions. 

Walter Hiller, supervisor of the 
Stumes & Loeb general agency of the 
Penn Mutual in Chicago, aptoennery 
became president of the C. U. chap- 
a Ky Chicago following ASK. of 

. Lothgren of Hobart & Oates, gen- 
<3 agents Northwestern Mutual, who 
was appointed general agent in Provi- 
dence, R. I. Mr. Hiller was vice-presi- 
dent. A resolution of appreciation was 
voted Mr. Lothgren, reciting his educa- 


tional work in connection with North- 
western University, and Messrs. Loth- 


G. Murrell, now a New York 
were named honorary 


gren and T. 
City manager, 
members. 

F. J. Budinger, manager Franklin 
Life, becomes vice-president of the 
chapter and Alfred Johannsen, super- 
visor Northwestern Mutual, becomes 
secretary-treasurer. 














. "But for the grace of God and our life insurance—there goes you or |" 


Pilots to Protection are spurred to 
even better accomplishments by 
the realization that they are pre- 
venting just such situations as here 
pictured. 


A high calling this, with a com- 
pany that keeps it so. 


Chas. C. Wimbish, Agency Manager. 
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Greensboro, North Carolina 
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$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of course issued in larger amounts 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 


Cincinnati, Ohio 








HOTELS OF DISTINCTION ——— 


IN ST. LOUIS 
$250 


to 
$450 
Tuband 
Shower 











Hrotets 
MAYFAIR 


EIGHTH and SAINT CHARLES 


LENNOX 


NINTH aad WASHINGTON 


im$T. LOUIS 


ANNOUNCING PRICE 
REDUCTIONS ON ROOMS 
MEALS, GARAGE, ETC. 





In the very center of things. 
Just a step from theater, 
shopping and business 
district. Admittedly offering 
more personal room comforts 
and refinements than any 
other hotels in Saint Louis. 


Circulating Ice Water 
Bed Lamps 
Club Meals 


Free Morning Paper 
Full-Length Mirrows 
Coffee Grill Garage 








“Selling Life Insurance,” by John A. 
Stevenson, gives selling suggestions, sell- 
ing plans, and definite methods of pro- 
eedure which have proved highly suc- 
cessful in life gt Price, $3.50. 
Order from The National Underwriter. 





Tramp Gets Cash 
on Policy Burned 
Up 18 Years Ago 


“Could you spare two bits for some- 
thing to eat?” a hungry looking tramp 
asked J. A. Ferris, district agent Equi- 
table of Iowa at St. Joseph, Mo., re- 
cently. The man was getting on in 
years, and Mr. Ferris reached into his 
pocket. 

“You know,” the tramp observed, 
shaking his head, “I had a policy with 
this company . . . once. Took it out in 
Ohio. It burned, along with the re- 
ceipts, back in 1914. I guess I had some- 
thing coming on it, but I haven’t any 
way of proving it now. Who'd believe 
me?” and he looked down at his clothes. 

Mr. Ferris regarded him a moment. 
“If there’s anything due you, it isn’t 
too late to get it. Give me your signa- 
ture, and I’ll send it to the home office.” 

No, it wouldn’t do any good, the 
tramp thought. He took the policy out 
when he was 19 and “now I’m 53. I 
can’t write very well.” 

Mr. Ferris pointed out that the com- 
pany had experts who could determine 
the identity of his signature. He staked 
the tramp to a meal and told him to re- 
turn within a few days. 

Mr. Ferris sent the report to the home 
office in spite of the skepticism of his 
office force. On Nov. 23 he received a 
letter. 

“Mr. 
credit, and we are 
amount at once.” 





has $183.94 to his 
forwarding that 


Suicide Law in Virginia 
and Its Insurance Effect 


The Retail Credit Company in its 
house organ explains the suicide law in 
Virginia, as follows: 

“The 1932 session of the Virginia 
legislature amended an act which was 
contained in the insurance laws of the 
state providing that insurance com- 
panies could not contest a policy on 
the basis of suicide after the policy had 
been in force for one year, even though 
the policy might carry a two-year sui- 
cide clause. The amended act provides 
that whenever a policy carries a two- 
year suicide clause the insurance com- 
pany may contest the policy on this 
basis and shall be liable only for the re- 
turn of the premiums. This question 
was brought to the attention of the 
legislature after several companies oper- 
ating in the state had complained of a 
high loss ratio from suicide in this par- 
ticular state. 

“An interesting feature is that no 
change was made in the law in regard 
to misrepresentations in application, and 
in Virginia insurance companies still 
have only one year in which to contest 
a policy on this basis. Even though the 
policy provides that it will be contest- 
able two years if fraud is developed, the 
interested insurance company cannot 
use this as a defense after the policy is 
one year old. 

“A measure was also passed by the 
Virginia house during the 1932 session 
authorizing the appointment of a com- 
mission of ten members to collate, re- 
vise, simplify, and codify into one act 
the general insurance laws of the state. 
This law went into effect June 21, 1932, 
and when the next session of the legis- 
lature convenes in 1934, this commission 
will make a report before the house. 
Recommendations will be in order from 
members of the house and the new code 
covering all insurance laws in the state 
will then be published.” 


Law Book Is Modernized 


“Insurance Decisions,” 222 East Ohio 
street, Indianapolis has taken over the 
famous law book, “Richards on Insur- 
ance Law,” which has been revised and 
brought down to date, costing $18.50. 





It is regarded as a standard authorita- 
tive work on the law of insurance. It 
has been revised by Attorney R. H. 
Long of the New York bar. It includes 
in addition to the older forms of insur- 
ance some of the newer such as use 
and occupancy, group life insurance, 
burglary, inland marine, workmen’s 
compensation, etc. 


Clause “Putting Insurer in 
Banking Business” Is Hit 


The Minnesota attorney-general’s of- 
fice has called objectionable a clause 
providing that while the insurance con- 
tract is in effect the insurer will accept 
additional deposits to pay premiums, 
making the policy fully paid up or ma- 
turing it. The opinion was delivered to 
Commissioner Brown of that state. The 
attorney-general’s office takes the posi- 
tion that operation of this clause would 
“virtually put the insurance company 
into the banking business.” 

The deposits under the clause would 
not be less than $10 and would be 
credited with interest at the rate of 4% 
percent. 

Under the clause if any premium is 
not paid when due or within the period 
of grace, the insurer is authorized to 
withdraw the amount of such premium 
from the fund, notwithstanding that the 
autematic premium loan provision of 
the policy might otherwise become ef- 
fective. 

Furthermore if the policy is surren- 
dered for its cash value or for paid up 
insurance or continued under its ex- 
tended insurance provision any amount 
paid in by the policyholder is returned 
to him in cash. In case of a settle- 
ment of the amount due under the pol- 
icy the amount of this fund is paid to 
the beneficiary. The amount to the 
credit of this fund shall at all times be 
available to the owner of the policy. 

The plan is about the same as one 
which the attorney-general’s office had 
under consideration in an opinion ren- 
dered to the Minnesota department in 
1927, the opinion declared. 


Indiana Promoters Busy 


It would seem that the distress of 
several old line life companies which 
have considerable business in northern 
Indiana has been seized upon by pro- 
moters as an opportunity to launch 
“pocket reserve” companies on the as- 
sessment or stipulated premium reserve 
plan. One such company has been re- 
organized, two others have been 
launched and two more are reported to 
be incubating. The efforts of their spon- 
sors are said to be meeting with a meas- 
ure of success as they are pointing to 
the situation in which some policyhold- 
ers of old line companies are finding 
themselves and recommending that men 
buy the kind of insurance which will 
permit them to retain in their own 





pockets the excess over the pure cog 
of their life insurance. 


Sales Organization Expanded 


DENVER, Nov. 30.—Rex Bixby, gep. 
eral manager of the State Reserve My. 
tual and the Gibraltar Life & Accident 
affiliated companies of the Colorads 
Life, announces that O. S. Weide, Lo 
Angeles, has been appointed manager 
for southern California. He was for. 
merly director of agencies of the Na 
tional Guaranty Life. E. L. Perry, who 
has been with the Gibraltar since its 
organization several years ago, is named 
manager for northern California; C. W, 
Beale, formerly with the Pyramid Life, 
Arkansas manager; D. C. Moore, Ari 
zona manager; A. D. Sanger, western 
Missouri manager, and E. F. Gregory, 
agency supervisor of the State Reserve 
with headquarters in Denver. 


i you want— 


—Unrestricted Territory 
—Vested Renewals 

—Agency Building Opportunity 
—Home Office Co-operation 


then you want 





the 
square 


deal 


Agency Contract 


as issued by 


Natmwvnaly? 


Insurance Company, 
Madison, Wisconsin 
Openings in Wisconsin, Min 
nesota, Iowa and Ohio 
USE THIS COUPON ! 


C. M. Kremer, Agency Supt. 
National Guardian Life Ins. Co. 
Madison, Wisconsin 
I would like details of your square deal 
contract. 
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PROTECTION in the Time of 
RESPONSIBILITIES * 
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